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In presenting the list of new members this month, additional 
information as to business classification appears, this at the sugges- 
tion of several members | who ate making ary. 4ddendum to their mem- 
bership directory.. The iticreased space required’ in this innovation is 
considerable and its continuanee will: depend : ton the usefulness of the 


added information to our :meppberti . Expressions regarding the 
change are solicited. 






New Members: Reported During December 
Augusta, Ga. 


Firm. Representative. Business Classification. 
Augusta Brewing Co......... J. B. Schweers, Mgr.. Brewery. 
ns weer & CO... oscncasuebucsebackeses ocaund Groceries and Provisions. 
Lombard Iron Works & Supply 

Wa soe Boekn wad inceaeeee R. F. McRae........ Foundry and Machinery. 
Aurora, Ill. 

Challenge Company .......... Chas. E. Moerr ..... Implements & Water Supplies. 
Pictorial Printing Co....:.... H. E: Fank......... Printing, Lithographing and 


Paper Boxes. 
Boise, Idaho. 


Haas, Bernard .............. Weiser, Idaho ...... Groceries. 
Buffalo, N. Y. 
Dock & Mill Co.............. W. B. Hawke, North 


Tonawanda, N. Y.. Lumber. 
Burlington, Vt. 


Burlington Drug Company ...E. O. Mitiguy ...... Drugs. 
Butte, Mont. 
Fairmont Creamery Co........ C. P. Irish, Mgr..... Butter and Eggs. 
Newbro Drug Co............. Louis Dreibelbis, 
CIO ERE <a ncees Drugs. 
Pallas Candy Co... «2.000008 Mark Hanley, ee citiaieee, 


Chattanooga, Tenn. 
American Trust & Banking Co.D. H. Griswold, Cash.Banking. 


Dixie Portland Cement Co....George Kilian ....... Portland Cement. 
MEL Bai Mow <0 0 0 ove ssubbnegetbandmmbakteee caies Distillery. 
Purse Printing Co............ oe eee Printing. 
Chicago, Ill. 
Automobile Supply Co........ er Ms pb 50's 0 ne Automobile Supplies. 
Bechstein & Co............... J. A. MacLean....... Sausage Casings. 
SN SOR CADia sdinndeupsesntn Wm. Cook .......... Ice. 
Chicago Cycle Supply Co...... H. P. Hansen....... Bicycle & Motorcycle Supplies. 


Chicago Flag & Decorating Co..Thos. Chron, Jr...... Flags and Tents. 
cane Safe & Merchandise 


pn cwchsewhoek> thas esas C. A. Wenham.......Safes. 

Chicago Tubing & Braiding Co.Jas. Fentress ........ Tubing 
Childs, Sheehan & Co......... W. E. Lund ......... ugar. 
Fernbach, PRUNE 5 ou piv eb ELaei nod Meee RCN Shee bes Cigars. 
a OF ere BER Ie vives esta Millinery. 
Great Western Smelting & Re- 

ENG a oa3 043090 S00 Bec a Spiro ....:..Metals. 
Greek American Sponge Co.. A. Cohen........ Sponges. 
Hunter, Walton & Co......... mS S. Somerville... Commission. 
Hurley Machine Co........... Neil C. Hurley...... Washing Machines (Electrical ) 
Imperial Campbell Branch... eee }. ee s68s5.. Wall. Paper. 
Ingersoll-Rand Co. of Iil..... C. W. Melcher ..... Sey. 
Levi, Berth & Co............. H. & Schlessinger. .Sausage Casings. 
Magnus, A., Sons Co.......... G. Schumacher... Brewers’ Supplies. 
Motor Car Supply Co......... O. F. Geeting........ Automobile Supplies. 
2 Re Es SSR ar ere Seer Hats and Caps. 


ORC SR Ag i ea heen eas sk bene’ Jewelry. 
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Firm. Representative. Business Classification. 
U. S. Brewing Co. of Chicago. Edward Landsberg .. Brewery. 
Woods Motor Vehicle Co W. B. Kennedy Automobiles. 
Cincinnati, Ohio. 
Bonser, Robert J Edw. Herbert 
International Agricultural Cor- 
poration . 
Schultz Printing Works 


‘slianheeds i: 
Third National Bank A. W. Hale, Cash.... Bank. 
Columbus, Ohio. 


Hercules Clothing Co David Kohl, Zanes- 

ville, Ohio , 
Safe-Cabinet Co. ..........-. W. M. Harmon Furniture (Steel). 
Standard Stamping Co O. C. C. Armstrong, 

Marysville, Ohio...Metal Novelties. 
Stile Boake cis, 4 ea eine eae Electrotyping. 

Davenport, lowa. 
Davenport Fish Co ..--Geo. Feiner, Pres....Fish and Oysters. 
Morrow, H. A. Co E. Peterson, Pres....Paper and Bags. 

Detroit, Mich. 


NeweRE Wa. Je. cs isssiviecs Care Peninsular State 


Bank Bank. 
Woodhouse, John T., & Co....Arthur J. Robinson..Cigars and Tobacco. 
Eau Claire, Wis. 


Northwestern Steel & Iron 
WHE Satine accu ghvennens T. W. Bishop, Treas..Iron and Steel. 
Grand Rapids, Mich. 
Baldwin, Tuthill & Bolton....R. F. Baldwin Machinery. 
Excelsior Wrapper Co Excelsior. 
Fox Typewriter Co. .......... C. E. Long Typewriters. 


Grand Rapids Hand Screw Co..Geo. F. La Bour Screws (Hand). 

Grand Rapids Ins. Agency...Geo. C. Blickle Insurance (General). 

Michigan Brush Co. .......... A. E. Terpenning.... Brushes. 

Shaw-Walker Co, ..........:. W. H. McNiff, Mus- : 
kegon, Mich. ...... Filing Devices. 

Smith, Truman M., Co T. M. Smith, Jr.....Machinery (Electrical). 
Greenville, S. C. 

Allen, R. E., & Bro., Co. W. R. Cason Groceries. 

Lipscomb-Russell Co. ........ J. A. Russell, Pres...Groceries. 

Markley Hdw. & Mfg. Co.....Geo. W. Sirrine .... Hardware. 
Indianapolis, Ind. 

Hornbrook-Pierce Co., The... 

ener Electric Supply 


SE CUES Vick evga Gs ates Seb abeas 69 bc Avan a Electrical Supplies. 
Meyer, A. B. & Co 


Shoe Store Supply Co 
Van Camp Products Co 
Worm & Company 
Jackson, Miss. 
Jackson Fertilizer Co., The...A. A. Green, Pres... Fertilizers. 
Patton, D. G., & C Groceries. 
Joliet, Hl. 
National Match Co........... S. A. Sherwood, 


SONOS diieecaks5s 0% Matches, 
Star Peerless Wall Paper Mills.A. E. Savoie Wall Paper. 


Knoxville, Tenn. 
Dismukes, S. C., & Co R. W. Barnett, Jr.... Millinery. 
Southern Coal & Coke Co.....A. W. Stewart Coal and Coke. 
La Salle, Ill. 
Western Clock Co............. R. F. Cook 
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Los Angeles, Cal. 


Firm. Representat.ve. Business Classification. 

CE ED See eae A. G. Bartlett...... Lubricants. 
Barber & Thomson .......... C. W. H. Bolingbroke. Butter. 
Barton County Flour Mills Co., 

MN. vavdedcotwtieeevedacci "W. L. Gunn ........ Flour and Grain. 
Bench, A. BL, -Coi.scccsvseces Thos. A. Busch...... Plumbers’ Supplies. 
California Tenck: co. ....... Rowe Sanderson.....Drayage. 5 
Cawston Ostrich warm sedueye H. J. Vatcher, So. 

Pasadena, Cal. .... Feathers. 

Engstrum, F. O., Co........++ H. W. Bryson ...... Contractors. ~ 
Fuller, Leighton "& Stratton...Mr, Stratton ........ Manufacturers’ Agents. 
Germain Seed & Plant Co....F. H. Ford ......... Seeds and Plants. 
Hadley, Chas. R., Co... ...... S.:P. Barnhill ...... Business Systems. 
Holabird Reynolds Elec. Co...Duncan L. Reynolds. Electrical Supplies. 
ND Whe ENA Cahir habinh ess «4 vahbhs ees dees Contractor. 
L. A. Heavy Hardware Co....Chas. H. Prior ...... Iron, Steel and Supplies. 


L. A. Hibernian Savings Bank..Jos. D. Radford ....Bank. : 
Los Angeles News Co., The. 3 E. Thorndike ....Books and Stationery. 


Muse, Faris, Walker > ae Fe eS ere Dry Goods. 
Nagel Mfg. Co. .........00. H. W. Nagel ....... Aprons. 
National Engraving Co.. ..H. W. Pfersching. ..Engraving. 
Pacific Garment Co. ......... A. D. Edwards ...... Clothing. 
Rapid Systems Co. ........... Edgar L. Ide ....... Account Registers. 
Rice, Geo., & Sons ........... |S .. Printing. 
Torrance, "Marshall & ih ineen Dae? ove vecse Bonds and Investments. 
Western Rubber & Supply Co..C. P. Finch. ........ Automobile Supplies. 
Mattoon, Ill. 
Bower & Schulhoff ........... 5; TAREE 3s va siin neds Dry Goods 
Memphis, Tenn. 

Ie oka aioe Kh gama Sen Ks besein Cigars. 
Banning Lumber Co. ........ C. E. Banning ...... Lumber. 
ere S. M. Morrow ...... Coal. 
De Sota Paint & Mfg. Co.....R. J. Kendrick ...... Paints. 
Hines Lumber Co. ........... sd De chaweose Lumber. 
SMU CGO TID. 6 occ ov oss cccee + i aS oa cveken Coal. 
Manhattan Savings Bank ..... Sh. ETIR  Sevvcties Bank. 
Mississippi Valley Bank 

EIN n4 bdncdccesaekess J. C. Ottinger ...... Banking. 
National Bedding Co......... 3, Be OO See cencs Bedding. 
i. Ch OD. .ocuceoaces WN SED. SOE seb ses5 Mill Supplies. 
Parker-Gordon Cigar i cas C. R. Cameron ..... Cigars. 
Phillips, Martin, Co. ......... W. P. Phillips ...... Cotton Factors. 
Ramsey & McCormick ....... R. W. Ramsey ...... Lawyers. 
Smith & Wallace ............ Ai SE: oo compas Insurance. 
Ts Mia ME Gis cbc viccocves 2s RE panes ee as Hay and Grain. 
Websier-Warnock Chemical 

BE Su Gteneulnsdbbsbasn<ksie Silas Riggs Pity ak ven Drugs. 
Wilson-Ward Co. ............ eS eee Cotton Factors. 
Woolwine, L. M., Co. ........ L. M. Woolwine ....Boxes (Paper). 

Milwaukee, Wis. 

Childs, Sheehan & Co.......... C. W. Hinchliff ..... Sugar and Rice. 
Globe Seamless Steel Tubes 

RR eens oe ge A. W. Wilbrandt ...Tubing (Seamless). 
Gy leg MOGs nv ecieeisn ve i ws ET - «ews space Tailors’ Trimmings. 

Minneapolis, Minn. 

Green-De Laittre Co. ........ T. .y M S iv cpa Groceries. 


Pioneer Shoe & Rubber Co....Gerald Gunnerson .. 


Mobile, Ala. 


-Boots and Shoes. 








Bush, T. G., Grocery Co...... Albert P. Bush, V. P. 

BT no ovesas. Groceries. 
City Bank & Trust Co........ E. J. Buck, Pres..... Banking. 
Cunningham Hardware Co. ..Chas. A.” Cunning- 


ham, Pres. ........ Hardware. 
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Firm. Representative. Business Classification. 
Dunlap, D. R., Merc. Co. ....S. S. Dunlap Dry Goods. 


First National Bank Bering Hall, Pres... . Bank. 

People’s Bank ..........se00. J. W. Little, Pres... . Bank. 
Mt. Vernon, N. Y. 

First National Bank William A. Brophy, — 
Was Gb GO scocs Bank. 
Montgomery, Ala. 

Deere Implement & Vehicle 


Co., The Agricultural Implements and 


Vehicles. 
Dothen, Alaas 2:3... Guano. 
Nashville, Tenn. 


Best & Russell Cigar Co...... C. R. Arnoult, Jr... .Cigars. 
Blakemore & Turner D. B. Blakemore ....Insurance (Fire). 
Bradford Wholesale Furn. Co..J. H. Bradford Furniture. 
Buell & Crockett ............ J. V. Crockett Insurance (Fire}. 
Burroughs Addimg Machine 

Co. L. J. Trousdale Adding Machines. 
R. D. Hebert Bricks. 
Campbell, Waters & Co. Arthur H. Campbell. Insurance (Fire). 
Cheek, C. & Sons........ C. T. Cheek Groceries. 
Dudle Guilgord a dh:5 Gee D. C. Mahoney Insurance (Fire). 
Gale, W. H. Phelps Smith ....Insurance (Fire). 
Goodall, Cohen & Baskette....John F. Baskette ...Insurance (Fire). 
McKee, Jas. B., & Co Jas. B. McKee Insurance (Fire). 
Putnam Overall Co G. A. Maxwell, 

Cookeville, Tenn...Overalls. 
RiGee Ces Tee. casievdins J. G. Erwin Sashes, Doors and Glass. 
Shelton, Kirkland & Co. P. A. Shelton, Jr.... Insuratice (Fire). 
Southern Door & Glass Co....B. R. Patterson Sashes, Doors and Glass. 
Southern Mill & Supply Co....W. C. Houston Mill Supplies. 
Treanor, J. O., & Son Jos. O. Treanor Insurance (Fire). 
Wise Millinery MS. seiches tetas Sol. Klein Millinery. 
eee & Co. cvctem tie Jno. O. White Insurance (Fire). 
4, rare | New Orleans, La. 
isis. Theo., Sons Sugar, Molasses and Rice. 
Southern Refining & Mfg. Co..E. W. Holden, Pres.. Oil Refining. 
White, S. S., Dental Mfg. Co..Wm. Dane Dental Suplies. 
| New York, N. Y. 


Bondy, Hugo Charles Jost 
Bush Terminal Co. .......... R. G. Simonds Warehouses and Terminals. 
Eureka Button Co. ........... Emanuel Neuman ... Buttons. 
Farmers’ Loan & Trust Co., 

WHE deka dercchbicsiesssbae J. Herbert Case Banking. 
Goessling & Ferre, Inc A. J. F. Goessling. .. Gloves. 
Hadden, z RAE OS py ean te eee ee Individual. 
Harmon-Yount Co. .......... Kenton Harman ....Automobiles. 
Lewis & Locke . R. Lewis Gloves. 
London & River Plate Bank, 

The, Ltd. Wm se Robbins .... Bank. 
Lunham & Moore J. Fink Brokers. 
Metcalf Bros. & Co . Plyer ' 
Plant, Thos. G., Co. ......... Chas. O. West ...«..Boots and Shoes. 
Prince, Lauten Co. ........++. J. Prince Cotton Goods (Converters). 
Pullman, John, Co. .......... W. T. Pullman Handkerchiefs. 
Ringwalt Linoleum Works, 

The Frank Parrett Linoleum. 
Saltzman, Stahl & Berman ....Nat. Berman Woolens and Dress Goods. 
Simonds Mfg. Co. ..........- Thos. H. McGoldrickSaws and Knives. 
Stein Laplock Tire Co. ....... H. C. Gentry Rubber Tires. 
Wholesale Men’s Furnishing 

PO iss caw onc hbk ne Cieae L. B. Taggart Trade Association. 
Wolverine Lubricant Co. of 

eee eeeanah tended soe C. H. Ellingwood... . Oils. 

Young, Thomas, Inc. ',.Wm. Roland Young. .Linens and Handkerchiefs. 
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Philadelphia, Pa. 


Firm. Representative. Business Classification. 
Clawson Co., The ........... J. H. Barndt ....... Spices and Extracts. 
A Is ace esncckbive J. D. Brainerd....... Hardware (Builders’). 
EOE IK ROE oo icc sic cciccdae John T. Taitt ...... Tobacco (Leaf). 
Hub Machine Welding & Con- _ ; 
DE RR coc ccs 0s-0Knas ee a Machinery. 
Patterson & White ........... By de WU MRE » viciece nes Printing. 


Robinson, Wm. C., & Son a Stanley W. Rusk ...Oil Refinings. 
Weikel & Smith Spice Co.....Chas. F. Thompson. . Spices. 


WOU: MRA Sense ek as casseane Wm. Tyndale ...... Metal Goods. - 
Pittsburgh, Pa. 
Arnfeld Company, The ...... aren Arnfeld ....Furnishings (Men’s). 
Dreifus, Charles, Co. ......... H. J. Lewis, Treas...Iron and Steel. 
General Asbestos & Rubber Co. John H. Bricker..... Asbestos and Rubber. 
Laem, A. 65. CO. 5 cayeseee’s & Seay Vinegar and Pickles. 
Stimple '& Ward Company.. Tone C. L. Ward....Electrical Supplies. 
Pt Ps ackhncwhhsseatens abides pene ieee Real Estate. - 


Portchester, N. Y. 

Abendroth Bros. ..........0+. J. M. Ellis, Comp- 

ee ee eee Boilers, Furnaces and Ranges. 
Portiand, Ore. 


American Credit Indemnity Co.Geo. Tilfer ......... Insurance (Credit). 
“ae Stationery & wach 


Svadie sean O6necneecoenee A. J. Cruickshank...Stationery and Printing. 
Big Bend Milling Co.......... John Siegman ...... Flour and Feed. 
Felt & Tarrant Mfg. Co...... . Wm. A. Bacon ...... Computing Machines. 
Hazlewood Creamery Co...... W. R. Wilson ...... Dairy Products. 
Pacific Coast Resilient Wheel 
i nnn nhon che dhtnpaeaestes RS On Pee Automobile Wheels. 


Richmond, Va. 
American Bank & Trust Co...W. D. Blanks, Cash. 
Petersburg, Va. ...Banking. 
Roanoke, Va. 


Abpbeter OOo. 0 cigs eicsccs’ R. R. Hooker ...... Packers and Packing House 
Products. 

Barrow, Penn & Co.......... U..O. F. Penn....... Groceries. 
Brand Shoe Co., Inc.......... S. S. Burch, V.P.... Boots and Shoes. 
Caldwell-Sites Co. ........... DD. Pe aves sv es ..Paper and Stationery. 
Central Manufacturing Co.....R. H. Angell, Pres... Lumber. 
City National Bank .......... M. O. Phelps, Cash... Bank. 
Davis, Robinson & Co......... C. G. Lindsey ...... Grain and Feed. 
Dominion Metal Pro. Corp....P. H. Tucker ....... Sheet Metal. 
First National Bank ......... J. T. Meadows, Cash..Bank. 
Graves-Humphreys Hdw. Co..J. T. Graves ........ Hardware. bo 
Hix-Palmer Co., Inc. ......... J. W. Comer ....... Hats, Caps and Furnishings. 
SEER MANE Weve cess co escee W. W. Hat ........ Grain and Feed 
REO ON. ceeduts vechany ee ee Millinery. 
frees. eT Le See B. A. Marks ........ Confectionery. 

ucas & Moyler aie ends th oenh George M. Lucas ...Groceries. 
Moir & Trout, Inc. .......... Pac Bs A NOE n sv cgedc Groceries. 
National Exchange Bank ....E.°B. Spencer ...... Bank. 
Nelson Hardware Co. .......A. M. Nelson, Pres... Hardware. 
Roanoke Grocery & Milling 

Pal sehen windsaakemenee R. S. Williams ...... Groceries. 
Roanoke Hardware Co. ...... W. B. Clemer ....... Hardware. 
Roanoke Notion Co. ......... W. R. Hardice ...... Notions. 
Roanoke Overalls Co., Inc....W. R. Reaning ..... Shirts and Overalls. 
Stone Printing & Mig. Co. a 

MD. xs pcaptaiavaksandsne G. G. Gooch, Jr., 

BONS Grice We veesec Printing. 

Thomas, F. B., & Co......... S. H. Coleman ...... Dry Goods and Notions. 
Wood-Nickels Gro. Co........ R. B. Jennings ..... Groceries. 
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Rochester, N. Y. 
Firm. Representative. Business Classification. 

Crown Ribbon & Carbon Mfg. 

Co. Charles Stanton ....Carbons and Ribbons. 
Phelps, i Nice ne oh nhv oc RAKE Ramhane 56 een CaO we Wall Paper and Paints. 

Rockford, Ill. 

Emerson-Brantingham Imple- 

sett Gio. ce dedecewa .-W. F. Arndt Agricultural Implements and 


ehicles. 
St. Louis, Mo. 


Belleville Hosiery Mills Paul F. Vogel, Belle- 
MW File 0 oh cbc dies Hosiery. 
Cremoline Mfg. Co. .......+. Lon Morris Disinfectants. 
Elliott-Fisher Co. ..... Foe adaee W. A. King ere and Billing Ma- 
chines. 
Enterprise Foundry Co. ...... Julian Turner, Belle- 
Mane EEE 05555 Ga case Foundry. 
Frases, We. Bes iase capes cea Care Liebke H’rdw’d 
Mill & Lbr. Co... . Individual. 
Great Western Smelting & Re- 
GE 2 iin ia a dacin's vk daaentht.gy «ctivinsc sae sdeieb 4 Iron and Metals. 
Hattie, Hay & Reis Co....E. E. Wangelin, 
Belleville, Ill. ..... Nails. 
Nicoll, The Tailor, Inc Wm. M. Price, Mgr.. Tailor. 
Orbon Stove & Range Co. H. A. Lendfelder, 
Belleville, Ill. ».... Stoves and Ranges. 
Perfect Stove & Mfg. Co A. E. Krebs, Mgr., 
Belleville, Ill. ..... Stoves and Ranges. 
St. Louis Metalware Co. ..... Louis B. Wackman. . Metalware. 
Shultz Belting Co. ........... A. E. Steidemann ... Belting. 
Welsbach Company .......... E. Ross, M Incandescent Lights. 
Zittlosen Mfg. Co. ........... James E. Garstang...Awnings and Tents. 
St. Paul, Minn. 


Ackermann & Schneider O. A. Ackermann....Glassware and Supplies. 


Boston Clothing Co., The....Jas. F. Angell Clothing. 

Burkhard, Wm. R., Co., The..Wm. R. Burkhard...Guns and Sporting Goods. 
Capital Suspender Co. ....... Louis D. Horn Suspenders. 

Deg, hon av cceccesaase «Bernard Druck Suspenders. 

Klinkerfues Bros. .........+0. L. J. Johnson i 

NSS A Ao Cigars. 

Maas-Keefe Co. .........s00. D. H. Keefe Bakers’ and Confectioners’ 


Supplies. 
Martin, John, Lumber Co..... PS. 


Minnesota News Co., The ; 
Moritz- Goldberg-Winter Co.. Clothing. 
Mosier, Byron J., & Son Byron J. Mosier, 
Stillwater, Minn. 
Raymer Hardware Co. ....... A. C. Raymer Hardware. 
RSE WOE pac cnosscekaves J. Harry Ringold ...Shirts. 
St. Croix Mfg. Co. .......... Fred. S. Lammers, 
Stillwater, Minn. 
St. Paul Dry Goods Co....... S. Roisner ; 
Smith & Heberle ............ L. H. Smith Automobiles. 
Starkel, Nick Stillwater, Minn. 
Stillwater Manufacturing Co...L. N. Nelson, 
Stillwater, Minn. 
Tubbesing & Nelson ......... L. H. Tubbesing 
Wet rs MO kine Garo nvadt Jos. P. Berkly, 
Stillwater, Minn. 
Zimmerman Bros. ..........+ W. J. Aberler Photographers’ Supplies. 
Scranton, Pa. 
Senne Teeecens Ca Tints ccsiac ceqtcectcnces Groceries. 
Seattle, Wash. 
AM Wc SSS BEE RI, ACR Bonding. 
Barton & Co. .........eceees Frank Jobson Packers and Packing House 
Products. : 
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Brace, H. G., 


Bradner & Co. .......sscsees C. G. Bradner....... Butter, Eggs and Produce. 

Bornstein, J., & Sons......... a? J. Bornstein...Crockery and Glassware. 

Carman Manufacturing Co....H. E. Pickles........ Furniture. 

Closset & Devers ............ ..F. C. Diven........- Tea, Coffee and Spices. 

Cudahy Packing Co. ......... J. D. Dinwoody..... Packers and Packing - House 
Products. 

Dahlia Candy Co. ..........- Hugo Schuett ....... Confectionery. 

Elerath & Radford ........... J. E. Radford..... -» Produce. 

Godwin, J. W., & Co.......... J. W. Godwin ...... Produce. 

Gram, J. Bi, & Go.....ccesces 6 RRs MEME 6s. on avis Groceries. : 

Hammond Milling Co. ....... » MORMB.c0cns adnate Flour. 

Hemenway & Moser Co....... W. J. Woempner....Cigars. 

SS Soren re J. A. Hawkins....... Tea, Coffee and Spices. 

DERE EE DEINE bcc ccccddivace Ross E. Hibler...... Bakers’ and Confectioners’ 
Supplies. 

Klyce, E. C., & Co............ B.C. Kives.....si. Produce. 

Lehmann Bros. .......sseeees B ee: ceace due Flour and Feed. 

Magnano, A., Co. .......ss00. A. Magnano ........ Importers. 

Magnolia Milling tse chmed om RBA eWaltersdorph. Flour, Feed and Grain. 

Morris & Company .......... ee Packers and Packing House 
Products. 

I NES Bion n0n.od a0 dhe beta cpindoatedlesneee Groceries, Meats and Produce. 

North Pacific Bank Note Co...O. L. Whitcomb..... Stationery. 

Novelty Mill Co. ............ Geo. F. Folsom..... Flour. 

Pacific Fruit & Produce Co....H. W. Donahey..... Fruits and Produce. 

Puget Sound Flouring Mills...Ralph B. Smith...... Flour Mills. 

Puget Sound Traction, Light 

OE sos c bens coeckass N. Hallgren ........ Light and Power. 

SE MNO.” s .0 0 nceecnades vou Re eee Tea and Coffee. 

.Robinson, W. W., Co. ........ W. W. Robinson....Hay and Grain. 

Rosenfeld-Smith Co. ......... DF S55 03s caiet Cigars. 

Russell, S. G., & Co........... S. G. Russell........ Cigars. 

Seattle ‘Drayage & Storage Co..Richard J. Reekie....Drayage. 

Seattle Dry Goods Co. ....... . ee eee Dry Goods. 


Seattle Mattress & Upholstery 
EUDG sinun's pobwacsenqanncsse.qs Arthur Foster ...... Mattresses and Upholstery 


Seattle Seed Co. ..........00. Se eer : 
Seattle Woolen Co. .......... E. W. Eyanson ..... Woolens. 
Smith, Daniels & Keller ...... D. ge eS ee Dry Goods. 
Smith & Bloxom ............ D. Ne 5445 « ook Produce. 
Standard Oil Co. ........00. W. W. French. ...... Oils. 
ian an on en.ee) e's o>) + comminnenneindd Trunks and Bags. 
Sulzberger & Sons Co. ....... errr Packers and Packing House 
Products. 
Superior Candy & Cracker Co.. c H. Bidinger...... Crackers and Confectionery. 
Times Printing Co. .......... D. Hammons..... Printing. 
Vittucci, John, Co. .......... Toun Vittucci .*..... Groceries. 
West Coast Mfrs. Agency..... T. W. Hoban........ Brokers (Merchandise). 
Woolley & Co. ...........002 H. S. Woolley....... Cigars. 
Steubenville, Ohio. 
Ss CRED OS is cs oid Sasa wedee pcce tedbeed hevbaed Individual. 


Terre Haute, Ind. 


Highland Iron & Steel Co.....Wm. M. Myers, Secy.Iron and Steel. 
Miller-Parrott Baking Co....E. M. Parrott ....... Bakery. 


Toledo, Ohio. 


Conklin Pen Mfg. Co., The...H. Brocklebank ..... Pens. 
Hardy & Dischinger Co., The.. Fred F. Fiege ....... Mill Supplies. 









The National Association of Credit Men now has on its rolls 
16,400 members. The membership should be 25,000. 18,000 is the 
mark set for the year ending June first. Let every member help his 
organization get that support among American business men which 
is imperative. 
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The Secretary-Treasurer’s office was quite overwhelmed by the 
kindly messages of members received with the opening of the new 
year and would like to have given each sender a word of special appre- 
ciation but this has seemed impossible and so the January Bulletin 
is taken advantage of to thank all for their cordial expressions and to 
wish every member of the Association the best of good things for 
1913, health in abundance, peace, and prosperity. 


1896—1913 


Seventeen years of honest, persistent effort to accomplish the 
objects of our Association, objects which are of fundamental impor- 
tance if we are to keep the ship of commerce on even keel and off 
the reef, have passed and, with much done vastly more remains to 
be done. 


Until recently, we have had to work with limited equipment 
but, having demonstrated what we could do with it, the business 
men of the nation are coming forward with their support as never 
before and are demanding in turn that we grapple with the new and 
more complex problems of commerce. 


There is no doubt about it, the time has come for nation-wide 
co-operation among credit grantors. No one has the moral right to 
stand by and let others bear the burden of meeting and overcoming 
difficulties and solving problems that affect every business man. 
That spirit has, during all the ages, been the great retarder of prog- 
ress. If the National Association of Credit Men has made itself the 
great exponent of better credit conditions, as these conditions affect 
every business man in the country, there is no one eligible to the 
Association who has the right to. withhold his support and to that 
extent prevent the realization of sound business principles through- 
out the commercial body. 


16,400 members makes a large association, but if there are 16,400 
more concerns which ought to be in the Association, then there are 
that many concerns who, by their indifference, are actually prevent- 


ing the realization of the great purposes for which this Association 
was founded. 


Let every member feel personal responsibility for giving the 
‘National Association of Credit Men and the principles for which 
it peculiarly stands the support to which they are entitled by bringing 
in added membership. 


Members of the National Association of Credit Men who have 
had dealings with the Sprague Mercantile Agency, of Chicago; Con- 
solidated Adjustment Co., of Chicago; Barr & Widen Mercantile 
Agency, St. Louis; Whitney Law Corporation, of New Bedford, 
Mass.; National Collection Agency, of Washington, D. C.; National 
Credit Exchange, Baltimore, Md.; Pinkerton & Company’s U. S. 
Detective Agency, Southern Division, New Orleans, La.; Inter- 
national Co., Kansas City, Mo.; Credit-Guide and Guarantee Co, 
Boston, New York, Chicago, are requested to report the results of 
the same to the National office. 
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CENTRAL CHATS 


HE past is history, 
ae moments can neither be revived 
Nor its mistakes recalled. 
Good; should we have done our best 
Even though that best 
Failed to realize 


Our fondest expectations 
Or reach the goal which for ourselves we set. 


At the portal of another year 


Let our eyes be on the future 
And our backs upon the past; 
Sleeplessly on watch, 

For the opportunity may come 
To make our life 

And crown it with success, 
When drowsiness is on us. 

The new year will be better. 
Than the years that have gone before 
For by our vigilance and efforts 
We'll fill each hour 


With sixty minutes of work well done. 





CENTRAL CHATS 


HIS is the season when good wishing and 
ee sentiments are liberally exchanged. 

It is well we have such seasons, for much of 
the sentiment tends to simplify the real prob- 
lems of life’s work and to invoke renewed efforts 
to meet and solve them. 

Let us not be deceived. Any worthy undertak- 
ing is a serious matter, with a kernel of difficulty 
that can be only overcome through whole-hearted, 
intelligent and continuing persistence. An effort 
that doesn’t plan squarely and irresistibly to meet 
the obstacles in the course as they arise will miss the 
prize of a victorious finish. 

We do not encourage men by withholding the 
difficulties of a task, but rather urge men to their 
best because of the patient endurance and _ the 
brawn and muscle needed to accomplish the work 
in hand. 

This is our message for the New Year, and may 


it harden the muscles of every member for a suc- 


Viper 


cessful race. 





What Credit Men are Saying and Doing 


W. B. Fish, of the Printz-Biderman Company of Cleveland, is 
scheduled to give the opening lecture in the course on credit educa- 
tion and management at the Youngstown Y. M. C. A. The lecture 


course will begin on January 16th, Mr. Fish’s subject being “The Credit 
Man.” 


The Union National Bank of Louisville has elected F. M. Gettys 
to the office of vice-president. Mr. Gettys’ rapid progress in the bank- 
ing business in which he engaged shortly after the close of his term 
as president of the National Association of Credit Men, has given his 
host of friends in the organization much satisfaction. 


Secretary Orear, of the Kansas City association, says: “Reveal 
your faith in the association to some non-member. Do not content 
yourself in skimming the surface of your work but dig into it and it 
will unfold its fascination to you and the good you do the association 
will be more than offset by the benefits you derive in turn.” 


Referee Sydney C. Eastman, of Chicago, in commenting on his work 
in the bankruptcy court, called attention to a decision in which the 
Supreme Court held: “It is an error to think that the discharge feature 
is the predominant feature of this law. The primary object of the law 
is to administer insolvent estates. The discharge is only incidental.” If 
this holding of the Supreme Court were more clearly kept in mind, 
there would be less erroneous thinking in regard to the bankruptcy 
law. 


The Grand Rapids National City Bank and the City Trust and 
Savings Bank have done wisely in electing to their boards of directors 
Lee M. Hutchins, for he is one of the best recognized and respected 
credit men in the country. Mr. Hutchins is the admitted leader of the 
Grand Rapids Association of Credit Men, has been its president, and 
was a vice-president of the National Association last year. He has 
proved himself a tower of strength to every organization with which 
he has associated himself and will prove such to the two banks which 
have put him on their boards. 


President E. M. Underwood, of the Merchants’ Protective Asso- 
ciation of Portland, spoke before the students of the Oregon Agricul- 
tural College in December on “The Necessity of Accounting.” He 
laid stress upon the fact that it is dangerous and useless to do busi- 
ness by guess. He pointed out that it is not sufficient for a man to 
become an expert in horticulture, engineering, dairying, electrical 
engineering, and other branches, but he must also fit himself for 
handling the details of the business upon which the success of his 
specialty depends. Mr. Underwood asserted that a large number 
of men, brilliant in their special fields, reduce their efficiency because 
they have never been properly impressed with the need of pursuing 
their calling in business-like fashion. 


Herbert P. Howell, the credit manager of the Carnegie Steel 
Company of Pittsburgh, has been elected a vice-president of the 
National Bank of Commerce of New York. Mr. Howell has been 
the head of the credit department of the Carnegie Steel Company 
for the past eleven years and his advice and opinions on credits have 
been constantly sought by the banks and trust companies throughout 
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the country which made investments in the paper and securities of 
steel concerns. Mr, Howell has had experience in several depart- 
ments of the steel business, his first work being as a clerk on the 
night force that handles the shipping records of the company. Later, 
he served in the sales department and then his experience and ability 
became so recognized that, with the formation of a credit depart- 
ment in 1896, he was given the responsibility of organizing and main- 
taining it. 

Secretary Buck of the Baltimore association says that it is the poorest 
kind of economy to try to save money in the credit information side of 
a business. He points out that one of the members of the credit ex- 
change bureau of his association recently withdrew his membership in 
order to save the twenty dollars it cost him to belong and briefly there- 
after, lost ten dollars for one on a merchant whom he never would have 
invested a dollar in if he had but had access to the facilities of the bu- 
reau. There is absolutely no substitute for the credit exchange bureau 
which comes anywhere near the price at which bureau service can be 
secured. Secretary Buck points out that, while it is well enough to get 
references from your salesmen when they hand in orders, it is well 
to remember that these references are selected while bureau references 
are “haphazard,” not selected for any particular purpose. 


Manager Harry R. Bridgman of the credit exchange bureau of the 
Buffalo association has instituted the plan of calling together the bureau 
members in order to give the opportunity for all to discuss the betterment 
of bureau service. The first meeting was held December 5th, with a large 
proportion of members present. In general, the sentiments expressed 
were highly appreciative of the work the bureau is doing, but there were 
several well thought out ideas which those who are using the bureau most 
conscientiously were able to suggest, some of which at least will be 
adopted. Mr. Bridgman’s thought in calling the meeting was to make 
each member, so far as possible, feel that the improvement of the bu- 
reau and the increasing of its membership advantages every member 
and is therefore a personal matter and not merely a function of the man- 
ager or the committee to whom he directly reports. 


The Legislative Committee of the Grand Rapids Association of 
Credit Men gave a dinner on December 17th to the members elect of 
the legislature for the purpose of discussing legislation in which the 
business men of Grand Rapids are interested, namely, a law with refer- 
ence to the giving of checks against insufficient funds, a law calling for 
the filing of all chattel mortgages with the county clerk as well as the 
township clerk, and a law modeled after the so-called “blue sky” laws 
applied to the indiscriminate sale of stock, a law to fix the responsibility 
of the transportation company for loss or damage on an initial carrier, 
so that the shipper will not have to prove which carrier was responsible 
before damage can be collected. The association was represented at this 
dinner by Howard A. Thornton, R. D. Graham, Philip H. Travis, C. 
Roy Hatton, Lee M. Hutchins, Clifford H. Walker, and E. L. Ewing. 


Members of the National Association of Credit Men who have 
had experience with the Cadwallader Collection Company of Buffalo, 
New York; Manufacturers’ and Traders’ Commercial Agency, 
Buffalo, New York, are requested to report upon the same to the 
National office. 
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Bearing on Association Activities 


The Credit Men’s Associations of Los Angeles, San Francisco and 
San Diego are joining together in an effort to secure the false state- 
ment law as also an amendment to the bulk sales law so that it will in- 
— factory sales in bulk as well as sales of merchandise in the retail 
trade. 


The Detroit association has appointed a special committee on bank- 
ruptcy law to assist in preparing a list of some of the best business men 
in the city to serve as trustees in bankruptcy cases.. This is a move 1 
the right direction which should be imitated by every local association 
of credit men in the country. 


Judge W. A. Way, president of the board of judges of the Allegharry 
county court has asked the Pittsburgh Association of Credit Men to 
examine certain amendments to the county court act drafted by the 
judges of the county court and advise if the changes meet the approval 
of the business interests. 


The Adjustment Bureau of the Utah Association of Credit Men 
had the pleasure of making a 60 per cent. dividend Christmas present 
to a long list of creditors in a case it had had before it for over five 
years, and this was a real present, too, because nearly every member 
had long since charged the account off to profit and loss and forgotten it. 


Members of the Association may receive upon application the draft 
of a proposed law relative to penalizing the giving of checks or drafts 
on any bank or other depository without sufficient funds or credit to 
meet the same. Also in the pamphlet are included laws on the statute 
books of various states on this subject. 


There was put in operation on December 5th by the members of the 
Chattanooga Association of Credit Men their Credit Exchange Bureau 
under the direction of M. G. Lazarus who had been assistant manager 
for the clearing house in Knoxville. Mr. Lazarus was assisted in pre- 
paring for the opening of the bureau by W. K. Wood of Knoxville and 
M. F. McShea of Atlanta. 


The Tacoma Association of Credit Men is keeping a live legislative 
program before its members. It is demanding that the members of the 
legislature of Tacoma and vicinity shall be intelligent as to the objects 
of the false statement law and loses no opportunity to keep stirred up 
atmong them, as they go into session, ar demand that this law be put 

on the statute books. 


The Pittsburgh Association of Credit Men feels that it is to be 
in a strong position to urge forward credit men’s legislation this year, 
with its friend, George E. Alter, elected to the speakership of the lower 
house. Just before going to Harrisburg, Mr. Alter made an address at 
_a noonday luncheon of the association outlining the legislative possi- 
bilities in Pennsylvania for 1913. 


A course on credit management made an excellent start at the 
Minneapolis Y. M. C. A., January 6th, with over forty young men 
present, most of whom expressed themselves as planning to enter 
the course for the year. The work is under the direction of the 
Minneapolis Association of Credit Men. No branch of work which 
the credit men have taken up has made so much progréss this year 
as the educational side. 
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The number of members of the Utah Association of Credit Men 
residing in Ogden has so increased that it was decided to arrange for 
monthly meetings for the Ogden members to be attended, so far as pos- 
sible, by the officers of the association who reside in Salt Lake City so 
that all the members in Ogden, who by the way are loyal supporters 
of the association, might be kept in just as close touch with the work 
as if they lived at Salt Lake City, close to headquarters. 


Under the leadership of the Chicago Association of Credit Men, 
the usual form of contract employed by the pay-in-advance collection 
agency is to be tested before the court, the point being to determine 
whether under certain conditions a contract can be rescinded by the 
subscriber and recovery had of the money advanced thereunder. Sev- 
eral local credit men’s associations have appropriated generously from 
their treasuries to advance the test case. 


The Charleston Association of Credit Men has just formed the . 
Charleston Bureau of Credits with a membership of thirty for the ex- 
change of credit information. This comes in response to a distinct re- 
awakening among the business men of Charleston and an enlarging of 
the section which should naturally look to Charleston as a trade center. 
The members of the association are determined through generous co- 
operation to help Charleston secure more nearly the advantages which 
from its excellent location should come to it. 


The secretary of the Buffalo Association of Credit Men tells of 
two large concerns which had been members of his association for 
several years but dropped out because they could not see how they 
were realizing upon the price of the dues, nominal though they were; 
yet it cost them each four hundred dollars to draw out, for by staying 
in they could not have failed to learn of the exposure of the pay-in- 
advance agency contract which each of the obliging concerns signed 
at the behest of a glib-tongued agent—and this is only one way 
membership had potential value for them. 


The following details of a case handled by the Adjustment Bureau 
of the Chicago association show how that department’s prompt and deci- 
sive action resulted in the conservation of assets, which under the expense 
and delay of legal procedure would have shrunk about one-half. The 
bureau in a certain case prevented the necessity of carrying the 
stock of merchandise past the holiday season and averted proceed- 
ings in bankruptcy with the attendant expense and delay. The case 
was taken in hand at the request of a large legal firm representing 
the debtor and was settled with a regard for the best interests of 
both the creditors and the debtor. The Adjustment Bureau, through 
an assignment of the capital stock, took over the assets of a cor- 
poration which, according to the balance sheet, was solvent. Upon 
inventory, the company was found to be insolvent and liquidation. 
was considered the only proper course. Through the efforts of the 
bureau a purchaser was found who offered to pay creditors 40 per 
cent. net and all expenses. The two hundred creditors were promptly 
notified, their almost. unanimous consent obtained, the sale closed, 
and the dividend checks mailed just three weeks from the day the 
case was taken over. 
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That honest debtors are learning that they have nothing to fear 
from the Credit Men’s Association is illustrated by a recent case in 
Buffalo where a matter was referred to the Buffalo Adjustment Bureau, 
not by one of its members but by a debtor who came voluntarily to the 
bureau’s office, explained fully the condition in which he had gotten 
himself, and frankly asked the bureau’s assistance in avoiding bank- 
ruptcy and securing a new lease of life. In spite of the fact that one 
or two commercial attorneys in the town declared at the meeting of 
creditors called by the bureau that it would never be able to effect a 
compromise and that bankruptcy was unavoidable, it succeeded in getting 
the creditors to agree upon giving an extension of time for a year, the 
bureau having satisfied itself that the concern was perfectly solvent and 
could pay all its obligations if given time and that it could pay but a 
fraction of its obligations if pressed. It is interesting also to note that 
the Buffalo bureau has in hand another case in which it secured an 
agreement to discharge a chattel mortgage which had been given a 
preferred creditor, secured the retirement of a bogus issue of stock and 
the resignation of the officers and directors and the establishment of the 
management in the hands of the creditors. 


The Legislative Committee of the Youngstown association declared 
in a recent letter to members that the “facility with which fraudulent 
failures. are negotiated, the ease displayed in avoiding the payment of 
obligations by the sale of stocks of merchandise in bulk, and the hun- 
dred and one artifices employed by dishonest debtors to avoid the pay- 
ment of their just obligations, have awakened in the minds of observant 
credit men a feeling that the laws regulating commercial transactions 
must be improved, for as matters are now it takes but a low order of in- 
telligence safely to defraud creditors. In other words, the credit man in 
his crusade against dishonesty feels that he is facing too great a handicap. 
He would not complain nearly so much if it required a man of equal 
education and training to separate him from his merchandise but when 
this can be done by a novice in spite of every precaution the credit man 
may take, it is then that the injustice of it all overwhelms him and he 
seeks to find a means of relief from conditions which are intolerable. 
Through the Credit Men’s Association, much good has been accom- 
plished, yet much remains to be done and especially in Ohio where the 
bulk sales law, the fictitious name law, fairer receivership and other laws, 
must be pressed for passage.” 


Notes—General 


“T now have in my library,” says an old member of the Association, 
“bound volumes of the Bulletin from 1906 to 1911 inclusive and often 
have occasion to refer to them; therefore before it is too late, please 
book my order for a bound copy of the 1912 Bulletins.” For the man 
who has any interest in building up a credit topics library, this volume 
vf 1912 Bulletins should take precedence over all other books. 


It is the custom of many offices to indicate by initials at the foot of 
their letter heads, the name of the party dictating the letter as also the 
name of the party transcribing it. One of our members points out that 
sO many signatures are illegible to all except those familiar with them, 
that it is impossible to address the party writing a letter personally, 
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unless perchance the full name corresponding with the initials is printed 
at the top of the letter. The suggestion is made that instead of using 
“J. D./A.” it is better to make it “John Doe/A.” 


It is said that a letter written by a department manager of a 
large pay-in-advance collection agency to his representative in the 
field about to start work in a certain city, contained this significant 
paragraph: 
“Enclosed please find a list of members of the Credit Men’s 
Association in , and also a list of our O. C. (Old Cus- 
tomers) both of which, of course, you will avoid; otherwise the 
field looks good and is ripe for a ‘killing’ and go to it.” 


Nobody can doubt that membership in the National Association 
of Credit Men affords protection, a protection which is growing 
more valuable to the members every day. 

What has been dubbed “The Poor Man’s Bank” has opened its doors 
at St. Louis under the name of “Industrial Loan Company of St. Louis.” 
It is not intended as a charitable institution but is a business investment 
proposition and will provide accommodations for hundreds of people who 
have no connections with the present financial institutions. The plan of 
lending is that any wage-earner of good character and with a reasonable 
earning capacity may borrow from fifty dollars to two hundred dollars 
by depositing his personal note, endorsed by two of his fellow-workers 
of like character and earning power. His record and standing with his 
employer will be investigated within twenty-four hours after his appli- 
cation, and if he is found to be a safe customer he will get the amount 
of his note less 6 per cent. interest for a year. He is then expected to 
repay to the company his loan within fifty weeks in equal weekly pay- 
ments. If he borrows fifty dollars, he pays one dollar a week for fifty 
weeks, and if he gets one hundred dollars, he pays two dollars a week, 
and so on. : 


There is an appeal to the imagination in doing business in foreign 
lands, a certain allurement which leads us to make unsound decisions. 
We receive a letter with that foreign look about it which fills us with 
dreams of international trade; it tells of a growing field for the line in 
which we are engaged and states that if prices are right, a large business 
can readily be done and please to send catalogs and a general sample 
line. Or, as sometimes happens, the letter tells of a large immediate 
prospect for, say, a six or ten thousand dollar order which depends on 
the early receipt of the samples. The temptation is too strong and from 
twenty-five to seventy-five dollars’ worth of samples is sélected at great 
expense of time and care and ordered shipped, only to find, after four 
or five weeks, that the foreign.agent either does not exist or has no 
responsibility. It would have been cheaper to have cabled to our consul 
at the point than to jump at this order and lose the samples and the good 
dollars represented by time and effort. Besides all of which, one of the 
vultures in trade has been encouraged. 

According to an officer of a widely known bank of New York, it is 
no uncommon thing for his bank to receive, in one mail, as many as 
fifteen drafts drawn on parties located in widely separated sections of 
the city, frequently with the request that a personal presentation be made. 
In very few cases are these drafts accompanied by the address of the 
drawer or by enough money to pay the expenses of personal presentation 
where this is requested. The bank referred to, received from one concern 
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every month approximately twenty-five drafts, all typewritten, including 
the signature. When the bank notified the concern that it must insist 
that each draft be accompanied by enough cash to meet the expenses of 
presentation, the concern withdrew its business, evidently regarding this 
as an unreasonable demand. It is felt that if distances in the larger 
cities of the country were understood and it were realized how much time 
is consumed in the effort to present these drafts, the unreasonableness 
of such position would be clear. It always pays to be fair in your 
dealings with bank or business house even though you can find another 
which is willing to allow the privileges it offers to customers to be abused. 

The principles so wisely expressed by the supreme court of the 
state of Tennessee in the case of James D. Richardson, Jr., adminis- 
trator, vs. Tabitha F. Vick et al, 125 Tenn., 532, show a clear recog- 
nition on the part of the court of the necessity of protecting com- 
merce against commercial fraud through the operation of organic 
law, without special commercial legislation. 

The decision of the court is as follows: 


1. It is elementary law, of universal application, that fraud 
renders all contracts voidable, ab initio, at the option of the defrauded 
party, when diligently exercised, in the absence of intervening rights 
of innocent third persons, since there is no real assent to the con- 
tract, where it was procured by fraud. 


2. Where one has induced gnother to sell and deliver to him 
property, on a credit, by false and fraudulent representations of 
solvency, with the intention of not paying for it, the seller has the 
right to disaffirm the sale and reinvest in himself the title to the 
property, and reclaim possession. 


3. The fraudulent intent not to pay for property purchased may 
be deduced from the facts and circumstances, where no actual false 
representations of solvency are made, as where the purchaser has 
full knowledge of his insolvency and inability to pay; and false 
representations of solvency knowingly and purposely made to induce 
a sale and delivery of goods upon a credit, when the purchaser is 
hopelessly insolvent, are sufficient to establish the fraudulent intent 
not to pay for them, because his condition must necessarily preclude 
any honest intent to the contrary. 


Said one business man to another, the other day: “I would not 
stop doing business with that house for the one reason, if there were 
no other, that it would deprive me of the correspondence that origi- 
nates with that concern. I never saw any house write such letters 
and particularly when it has some fault to find or criticism to make. 
Every now and then, I get out of them telling points that I am able 
to pass along to my trade. The concern unconsciously sets an ideal 
before me of how to handle my business, gives me advertising points 
without charge, and makes me feel that there is something more in 
trade than mere bartering and shaving off profits.” Every business 
man knows that there is nothing overdrawn in this incident, everyone 
knows that he cannot give too much thought to the disposition, the 
helpfulness, as well as the intelligence of his concern’s correspond- 
ence. There should be nothing mechanical about it. It should be 
vitalized, every bit of it, with the human spark; it should speak fair- 
ness, sound judgment, yet genuine solid enthusiasm and confidence 
in all its expressions. 
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Notes on Fire Waste and the Association's Efforts for 
Better Conditions 


The record of fire losses in the United States in the last five years 
is as follows: 


Aggregate Property 
Loss 


Year 


$217,885,850 

1909 188,705,150 

1910 214,003,300 

IOI! 217,004,575 

1912 206,438,900 
These figures encourage in the belief that the agitation of the 
last few years, led by the National Association of Credit Men and 
other business men’s organizations, is at last telling upon the fire 
losses of the nation. This is distinctly the feeling’ in some of our 
larger communities where it is asserted by those who have followed 
the matter closely that the constant insistence on better fire protec- 
tion and better attention to fire prevention is bringing about the 
natural result in the reduction of fire losses. The feeling is general 
that when once the figures have been turned in the right direction, 
it should be possible to crowd them steadily downward. There is 
no special physical reason why losses should be particularly low in 
1912 for the first three months of the year were characterized by 
extreme cold weather and high winds and, with the expansion of 
business which characterized the last few months, stocks of goods 
have risen reasonably near normal values and again the steady 


increase in population and wealth is to be considered in comparing 
losses year after year. 


Chairman E. A. Underwood, of the Fire Insurance Committee of the 
Portland Association of Credit Men, has an interesting story to tell of the 
work of his committee in connection with fire prevention. Among the 
responsibilities of the committee was that of preparing for one of 
the regular meetings of the association. For this purpose, the com- 
mittee secured several lantern slides from the secretary of the 
National Fire Protection Association. Besides fifty-six pictures of 
local conditions were taken and put on slides. These pictures showed 
vacant lots where refuse was dumped, showed neglected rubbish-piles 
in courts of business blocks, and accumulations of filth in stairways 
of factories, tenements, and stores. There were other pictures taken, 
of doors of public buildings that swing inward instead of outward, 
although the law requires that they swing in both directions. These 
pictures created a distinct sensation. The deputy inspector of the 
Underwriters’ Inspection Bureau reported to the committee at various 
times that he had prevailed upon owners to clean up several of the 
places of which pictures had been shown. One of the members 
organized an improvement association in his neighborhood, the object 
of which was to remove the rubbish from vacant lots. The local 
inspectors took a great deal of interest in the work of the committee, 
called special attention to the general clean-up planned by the com- 
mittee. The bulletin of the National Fire Protection Association 
regarding holiday hazards was mailed to. all the schools and public 
institutions, such as those for boys, girls, and old people. The result 
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was a large amount of correspondence received by the committee 
indicating interest in the work and appreciation of its efforts. Now 
the committee purposes introducing into the legislature a fire marshal 
measure with the expectation that the committee’s efforts, which are now 
recognized throughout the state, will give force to the application 
of this measure. 

President H. T. Hill of the Nashville Association of Credit Men, 
appeared before the nineteenth annual convention of the Tennessee Asso- 
ciation of Local Fire Insurance Agents, at its meeting in Nashville, 
December roth. He argued for legislation which would bring home to 
the citizens the criminality of carelessness in the destruction by fire 
of one’s own and neighbor’s property. He said that if a person destroys 
the property of another, unless it be through carelessness by fire, he is 
punishable under the law and made to reimburse the owner of the 
property destroyed. He said that so long as this indifference toward 
carelessness with fire continued, there could be little chance of a 
reduction of our fire waste. 


Foreign Business and the Consular Agent 

That some of the consular agents of the United States are intelli- 
gently and conscientiously doing what they can to assist American mer- 
chants in finding foreign markets for their goods, is brought out in a let- 
ter recently received by one of our members from a consul, who, for ob- 
vious reasons is not here named. This letter was received by our member 
in response to a communication asking for specific information which 
would be helpful in making connections with the point in question. He 
says: 

“In reply, I will say that your goods might find a limited market in 
normal times, but there is a sharp competition, between native factories. 
Your goods will be subject to a tariff of 2.75 Pesos per legal kilogram, 
equivalent to about 62 cents United States Cy. per pound. Shipment in 
small packages by mail has been found cheaper than shipment by express. 
You may judge the competition you will meet from the fact that native 
percales retail at 7 to 13 cents per meter; imported percales sell up to 25 
cents per meter. Native sewing women receive about 25 cents, United 
States Currency, per day. Some of the large stores have their own shops, 
employing forces of women to make up cotton goods, and the product is 
put upon the market at low prices. The poorer people buy ready made 
percale dresses here for 75 cents to $1.00 (United States Currency), while 
your goods could scarcely be brought here and sold at retail for less than 
$2.00 per garment. You would therefore have to depend upon styles to ef- 
fect sales to the middle class of women. Skirts here are fuller than your 
cuts show. If your styles suit the taste of the younger women, it is be- 
lieved the prices would not preclude sales. The poorer people, who are in 
the vast majority, buy for utility only and you can scarcely hope to compete 
for their trade. There are many houses here dealing in cotton goods, and 
I give below a list of the larger ones. Your literature should be in Span- 
ish. I have given your circular to a party who is interested in represent- 
ing an American house in the clothing line and who will write you di- 
rect. Business is much depressed at present.” 

A recent copy of the BuLetin set forth clearly what is the function 
of American consuls in assisting merchants of their country in finding 
markets and while many of the consuls from lack of equipment or busi- 
ness experience, or perhaps proper disposition are failing to be of that 
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assistance which the Department of State expects of them, yet there are 
some agents fully meeting their duty in this respect. 

A list of consular agents is on file at the Association’s office and 
members may have access thereto, if they will state what ports they par- 
ticularly are interested in. 


\ One of the Founders—George R. Barclay 


A 


A few of the men who were in the thick of the struggle to put the 
National Association of Credit Men on its feet seventeen years ago 
are still generous in lending the organization their assistance and in 
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giving the meetings and conventions the benefit of their presence and 
counsel. One of this number is George R. Barclay of St. Louis. 

It would be extremely difficult to name any member who has been 
so constant in his devotion to the Association as Mr. Barclay. Not only 
does he keep in touch with the larger work of the National Associa- 
tion, but makes a point of attending every monthly meeting of the St. 
Louis association, and this in spite of the steadily increasing responsi- 
bilities of his business and other connections. 

Most of Mr. Barclay’s business life has been spent with the Sim- 
mons Hardware Company, whose employ he entered in 1875, after 
having worked in the freight office of the Northern Missouri Railway 
Company for five years. Entering the Simmons house, he served 
successively as entry clerk, chief clerk of the correspondence department, 
manager of the credit department, and in 1898 was elected a director, 
with the title of assistant treasurer. Six years later, in 1904, Mr. Bar- 
clay was elected to his present position, a vice-president. 

That of which Mr. Barclay is especially proud is the fact that. he 
was the first president of the St. Louis Association of Credit Men and 
has helped-make it the great factor it is in the life of the whole National 
Association. Mr. Barclay is undoubtedly an unusual business man and 
was especially equipped to handle credits by reason of a retentive mem- 
ory for important details, which is one of his most striking characteris- 
tics. And, again, his strict sense of honor has won for him the com- 
plete confidence of his fellows, which has made him immensely valuable 
to them. 

Mr. Barclay has always held the broadest views of the duties of 
the credit grantor, that it is his work to inculcate into the general trade 
proper principles of business conduct, to help the honest. but unfor- 
tunate retailer and make it as difficult as possible for the dishonest busi- 
ness man. ; 

If the National Association of Credit Men has been able to accom- 
plish anything good for American commerce, then every business man 
is in Mr. Barclay’s debt, because he has been’so great a factor in the 
history of the organization. 


The Business Letter 
(Kansas City Association Letter.) 


The writing of a good letter is perhaps the finest art in business. 
It is an art which comes with the development of the man. To con- 
vince and not dissuade, to attract"and not repel, to please and not offend 
involves first the mastery of self and then the fine art of expression. 
The letter is the measure of the man. His character shines through his 
words. 

You will gain friends in proportion to the bigness of your nature, 
and charity towards your fellow man is a positive attribute. Your letters 
are either wholesome advertisements which make friends for your firm 
or repulsive circulars that make business for your competitor; there- 
fore the need for continued and serious study of this art of letter 
writing. 

Letter writing is a matter of training and character development. 
The short-visioned, unprincipled and ungracious man will write the let- 
ters you would expect from such traits, and the happy, big-souled and 
big-minded man who has large experience and character will write letters 
that impel trade. 
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We heard a man assert the other day that it simply points 
to our bankers’ utter lack of patriotism when, with the country 
hungry for currency, bankers do not issue up to the legal limit. 
“Here is a bank,” he said, “that I am personally acquainted with; 
it has outstanding only about twenty-five thousand dollars in 
bank notes, yet it has the privilege and ability to put out an issue 
several times larger. Why should it not relieve the situation by 
acting upon its privilege?” 

This sounds reasonable yet here is exactly the crux of the 
whole situation, for the bank probably cannot issue more cur- 
rency when panic threatens and perform its best service for the 
community. If it could, we would have that very elasticity of 
currency that we are all crying for to meet trade demand and help 
over crises. To understand the banker’s difficulty and release 
him from the charge of lack of patriotism, we must bear in mind 
that when there is currency strain, a credit strain always accom- 
panies it, a strain on the bank’s loaning facilities. Then consider 
what the banker’s powers are to relieve either strain. If he 
starts to relieve the currency strain he buys with lawful or 
reserve money United States bonds, paying over one hundred 
dollars reserve money for the privilege of issuing a hundred 
dollars worth of currency. If he undertakes to relieve the clamor 
for loans, he can extend a credit of from three to four times the 
hundred dollars. In other words, by planting his lawful money 
in United States bonds, he is but adding fuel to the fire by 
tying, up reserve funds in fixed bond issues, while, by meeting 
the demand for loans, he is at least doing something to protect 
commerce. The truth is there is no relation, and can be no 
relation, between a bond secured currency and the demands of 
commerce. 


Members of the Association Who Have Information 
Regarding 


Southwest Merchandise Co., 506 Wyandotte St., Kansas City, Mo., 
are requested to communicate with the National office. 

W. J. Winfrey & Co., Aquone, N. C., now said to be in Hiawassie, 
Ga., under the name of Tom W. Tatham. 

Members of the Association receiving orders from H. H. Roane, 
of Millenbeck and Samos, Virginia, should note that .he should not 
be confused with H. H. Roane, of Cash, Virginia. 
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The Credit Man's Canon of Ethics 


In the November BuLLetin, the Committee on Commercial Ethics 
outlined two propositions which, after the most careful consideration, it 
felt presented fundamental principles which should influence every 
credit man’s actions. 

They are: 


“It is improper for a business man to participate with a lawyer 
in the doing of an act that would be improper and unprofessional for 
the lawyer to do. ; 

“It undermines the integrity of business for business men to sup- 
port lawyers who indulge in unprofessional practices. The lawyer 
who will do wrong things for ONE business man injures ALL busi- 
ness men. He not only injures his profession, but he is a menace to 
the business community.” 


The committee now wishes to present a third article in the code and 
it is as follows: 


“To punish and expose the guilty is one thing; to help the unfor- 
tunate but innocent debtor to rise is another; but both duties are 
equally important, for both duties make for a higher moral standard 
of action on the part of business men.” 


No article could express more simply or forcefully that for which 
the National Association of Credit Men stands, and through its 
leadership vast progress has been made in preparing the business 
men of the country to act upon the high standards here set forth. 

The committee will continue its efforts in the hope that, by the time 
of the June convention, a canon of ethics reasonably comprehensive 
can be presented. 


Fixing the Retail Selling Price 


In recent years there has been much effort, not always successful, 
to establish fixed retail prices for proprietary or named articles. The 
famous Dick Mimeograph decision of the Supreme Court confirms the 
right of the patentee to dictate terms of sale and a way has been found 
to fix retail prices by means of patent containers or cartons. 

Devices for stopping price cutting are working well and in several 
instances have been sustained by the courts. 

The law makes no distinction betwee mechanical and design patents 
in protecting against contributory infringement. Wide-awake manufac- 
turers are already alive to the advantages of this situation as is evidenced 
from the fact that cartons are now being protected by design patents. 

A court will, in no case, inquire into how far a patent is important 
to the entire article sold. It is conceded by both the opponents and the 
supporters of the fixed selling price that under the present construction 
of our patent statutes the owner of a patented article has an absolute 
right to fix the retail selling price of the article, regardless of whether 
the patent be the most important or the least important feature of the 
article. 

The Oldfield bill, introduced at the last session of Congress, will 
come up again, but it is difficult to eliminate the monopolistic features of 
the patent system without totally destroying it—Shoe and Leather 
Weekly. 
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The Fundamental Duties of the Credit Man 


NORMAN FETTER, VICE-PRESIDENT St. PAuL ASSOCIATION OF CREDIT 
MEN. 


In thinking over my subject, “The Fundamental Duties of the 
Credit Man,” there came to my mind a criticism which Disraeli once 
made of one of Gladstone’s speeches. He said: “The honorable gen- 
Cane has told us a great many things that are true and also a great 
many things that are new, but unfortunately the new things are not 
true, and the true things are not new.” Now, I apprehend that there 
will be very little to criticize in my paper on the ground of its being new, 
but I do hope the old things that you will read will at any rate sound 
true. 

The credit man’s daily routine is one of detail. The assembling and 
digesting of credit information, the passing on orders, the scanning of 
accounts on the ledger, the collection work, the voluminous corre- 
spondence—all make up such an amount of detail that there is danger of 
overlooking some of the main objects of his work, and therefore it is 
probably well that once in a while we stop to inquire as to the funda- 
mental objects which we should strive to accomplish. 

To clear the ground, it is perhaps necessary to make a few pre- 
liminary inquiries. One of these is, what is the end and aim of all 
business enterprise? To this inquiry it seems to me there can be but 
one answer, and that is—the net profits. What the catch is to the 
fisherman, what the harvest is to the farmer, what the office is to the 
politician, such is the net profit to the business organization. 

To guard against a too one-sided and sordid view it should. how- 
ever, be stated that all well conducted business enterprises are productive 
of a great many benefits aside from the net profits that they yield to the 
owners. In the first place, they employ a large number of people, and 
are, therefore, a source of strength to the community in which they 
are located. In addition to this, the wholesale houses of this city have 
been an important factor in the development of the Northwest. From 
the early pioneer days when they contributed money to furnish seed 
grain to the farmers down to the present time, when they are con- 
tributing money for educational purposes in regard to better farming 
methods, they have always been willing to do their part in promoting 
prosperity throughout the territory in which they do business. In addi- 
tion to this, another very important function that they perform 
is that they really carry the farmers of the Northwest from 
one crop to another. This is not done directly, of course, but in- 
directly. The farmer obtains credit from his retail merchant for his 
supplies until he gets returns from his crop, and the retail merchant, 
in turn, leans on the wholesale houses until he can make his collections 
in the fall. 

But all these benefits, and others that might be mentioned, are the 
indirect or collateral benefits of mercantile enterprise. It still remains 
true that the primary object is the earning of net profits. It is for this 
that the capital is contributed, the organization created and the work 
and worry endured. 

Another general business phenomenon that should be here noted 
is that, in all business enterprises that are subject to-free and open com- 
petition, the inevitable tendency is for the margin of profit to decrease 
and the expense of doing business to increase. Your competitors are 
constantly making efforts to obtain business, and in doing so are con- 
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stantly adopting new expedients to enable them to sell goods, all tend- 
ing to advance selling costs. 

Now, therefore, the question that confronts every mercantile es- 
tablishment is how to maintain the net profits in the face of the dimin- 
ishing margin of profits and the increased expenses. So far only one 
solution has been found, and that is to increase the volume of business. 
By turning over the capital more frequently a fair return can still be 
obtained even with smaller profits and increased expenses. It should 
be borne in mind, however, that the increased volume of business is not 
an end, but merely a means towards the end, and that is, the net profits. 

Furthermore, when merchandise is sold, not for cash on delivery, 
but under an agreement on the part of the purchaser to pay at some 
future time—whether a day, a week, a month or a year hence—another 
factor enters into the calculation of the net profits, and that is, will the 
purchaser pay as agreed? Now, it is at this point that the credit man’s 
duties begin, and in their performance he is confronted by two indis- 
putable and at the same time antagonistic propositions. The first is, that 
the house must do a certain volume of business in order to show a net 
profit at the end of the year, and, if the merchandising end of the busi- 
ness is properly conducted, the larger the volume of business the greater 
the net profits will be. The second proposition is, that losses on bad 
accounts must not be so great as to materially impair the net profits. 
Hence, it may be stated that the fundamental duty of the credit man 
towards his firm is to assist in doing the largest possible volume of busi- 
ness with the least possible amount of losses. 

If the problem that confronted the credit man were merely to avoid 
all losses on bad accounts, his task would be a great deal easier than it 
really is. By declining business from all doubtful customers and insist- 
ing upon prompt payment as soon as accounts become due he could 
probably escape losses, or very nearly do so; but it is safe to say that, 
by pursuing such a course he would reduce the volume of business of 
an ordinary wholesale house all the way from twenty-five to fifty per 
cent. It is superfluous to ask you what would happen to the net profits 
if such course were pursued, or to ask what would happen to the credit 
man. ; 

On the other hand, by accepting all orders without regard to the 
safety of the account, his firm would soon cease to be in business. It 
would become an asylum for all the financial decrepids or derelicts in 
his territory, and ultimately the losses on bad accounts would become 
too heavy to carry. 

It is, therefore, the combination of these two elements, the doing 
of the largest possible volume of business with the least possible amount 
of losses, that constitutes the problem ‘of the credit man. This is the 
circle that he must forever attempt to square, for it must be admitted 
that no perfect solution of the problem is possible. 

Unfortunately, no hard and fast rules can be laid down to guide the 
credit man as to this problem, but a few hints may be given. 

One is that there should be harmonious co-operation between the 
sales department and the credit department. Let every salesman 
thoroughly understand that the credit department is alive to the neces- 
sity of doing a satisfactory and increasing volume of business, and that 
it is willing to run reasonable credit risks in order to get new business; 
but also let every salesman thoroughly understand that he is to co-oper- 
ate with the credit department in preventing losses on bad accounts, 
and that he is not expected to solicit business from people who are 
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known to be in poor credit standing. ‘The result of such co-operation 
will be that the salesmen will avoid undesirable customers, and will de- 
vote their time, energy and the firm’s money to securing a good line of 
customers. Such a course will head off a lot of trouble before it ever 
gets started, always a desirable thing to do. 


A second hint pertains to the credit man himself, and this is more 
than a hint; it is imperative. He must be perpetually on guard. He 
must exercise unceasing and unremitting vigilance. Like unto a skillful 
pilot, the ripples and eddies on the surface of the financial waters should 
indicate to him the rocks and reefs beneath and he should steer his 
credit bark accordingly. Like a skillful physician he should be able 
to diagnose mercantile and financial diseases and prescribe the proper 
treatment, or, if the disease is incurable, he should take precautionary 
measures so that he will not be too deep a mourner at the funeral. By 
cutting out an undesirable account here, by reducing a top-heavy line 
of credit there, by judiciously extending accommodations to a customer 
temporarily embarrassed but still worthy of confidence, by getting se- 
curity from an otherwise doubtful customer, the credit man can hold 


down his losses within proper bounds without materially impairing the 
volume of business. 


Of course, we all have a great many accounts on the books, and, 
therefore, to accomplish results it is necessary for the credit man to 
concentrate his attention on the slow accounts. As a rule, the cus- 
tomers who discount their bills or pay at maturity need comparatively 
little attention. In dealing with the slow accounts it is necessary for 
the credit man constantly to bear in mind that they form an important 
part in the volume of business done by his firm, and, what is still more 
important, the net profits realized from their business is considerable, 
for a slow customer is not nearly -as apt to haggle about prices as the 
one who discounts his bills. On the other hand, a slow account always 
presents to the credit man’s mind the possibility of making a loss sooner 
or later. There is a proverb that “a long sickness is sure death,” and 
usually long continued and chronic slowness in meeting bills presages 
business death. The credit man must, therefore, watch each slow ac- 
count individually and constantly with a view to noting whether or not 
there is any improvement. He must ascertain, if possible, the reason for 
the customer’s slowness. Possibly he will find that the customer put up 
a store building and withdrew money from his business for that pur- 
pose; he may be unable to make his collections because of crop failures, 
or he may have unusually heavy family expenses by reason of sickness 
or death. On the other hand, it may be that a customer’s slowness is 
caused by withdrawals of money for speculative purposes, or is due to 
the fact that he-is neglecting his business and lavishing his time and 
money on wine, woman and song, high-power automobiles and other 
kindred subjects. It will be readily seen that if the credit man can ob- 
tain the reasons for slowness of payment, he will have a flood of light 
to guide him in handling each individual account. 


The subject of slow accounts naturally suggests the topic of col- 
lections, and collections must be held up to time in order to permit the 
further extension of credit. Viewed in this light, the relation between. 
the credit man and the customer may be likened to an endless, revolving 
chain, the out-going buckets or carriers of which are filled with mer- 
chandise. Now, if the incoming buckets do: not contain at least some 
money, but return empty, the credit man cannot again safely fill them 
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with 9a. orem with the result that the volume of business is con- 
tracte 

Connected with collections is the method to be pursued in making 
them. On this subject there is now a good deal of literature; therefore, 
I will touch upon it but briefly. My own experience leads me to the 
opinion that formal collection letters are the most useful in the major- 
ity of cases. There are exceptional cases where a personal and forceful 
collection letter is proper; but in most cases a formal letter, calling the 
customer’s attention to the fact that so much is past due on his account, 
followed with an entreaty, suggestion, invitation, request or demand for 
payment, will accomplish the desired result. Many an irate customer 
who thinks he is being dunned too persistently can be soothed by show- 
ing him that his duns are machine-made and a part of a regular system, 
and not intended to reflect on him personally. 

It would not be amiss to say a few words also with regard to new 
accounts. What should be the credit man’s attitude towards them? In 
this connection it must be borne in mind that there is a constant ten- 
dency for the number of old customers to diminish. Some retire from 
business, some die, some fail, and some, I am sorry to state, are lured 
away by the wiles of competitors. Hence, it is. vitally necessary for a 
mercantile establishment to offset these losses by obtaining new. cus- 
tomers. The credit man’s attitude toward them, therefore, should be 
one of welcome, tempered, however, with a little caution. 

New customers. may be divided roughly into two classes—one cover- 
ing those who are starting in mercantile business as a new venture, and 
the other covering those who are already in business but desire to change 
their accounts from one house to another. 

With regard to the first class—that is, those starting in a new busi- 
ness venture—one very important point is that the credit man satisfy 
himself that the customer is embarking in business from legitimate mo- 
tives and not with the intent to defraud. The great majority, perhaps 
ninety-five per cent. or more, embark in business for legitimate rea- 
sons; that is, they expect to make a livelihood or something more out 
of it and to pay their bills. A small percentage, however, five per cent. 
or less, think they can make some easy money by defrauding the whole- 
sale houses, and this is not such a difficult matter when you think of 
the long-time credits that are extended. Now, what precautions can 
the credit man take against being victimized in this way? There are 
probably none that will afford a complete protection, but losses from this 
source can be minimized by insisting upon information with regard to 
the antecedents of the new customer. Was he in business before? If 
so, what was the history of his former business career? If not in busi- 
ness, what was his former occupation, and what was his reputation for 
honesty in the community where he formerly resided? This antecedent 
information will usually determine the honesty or dishonesty of the new 
customer; and, if it cannot be obtained, then the account had better be 
refused, for no one will try to conceal his past business career if it is 
straight and honest. 

The next thing about which the credit man should satisfy himself 
is with regard to the customer’s capital. Usually a man starting in 
business should have sufficient money to pay at least one-half of his 
opening bill, and credit may safely be extended for the other half on 
regular terms. 

Having satisfied himself with regard to the new customer’s honesty 
and financial standing, the next inquiry is with regard to his business 
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ability. If he has formerly been in business, it will be possible for the 
credit man to form an estimate in this regard. However, where this is 
his first business venture, his business qualifications can be revealed only 
by the acid test of time and experience. Who can tell in advance whether 
a new customer just starting in business possesses the qualities that 
will attract or repel trade; whether he has the requisite energy to push 
his business; whether he has the sound judgment that will enable him 
to keep his purchases within the proper bounds; whether he will use 
good judgment in extending his own credits, and possesses the happy 
faculty of getting in his own collections without offending his customers? 

The only practicable course is for the credit man to feel his way 
along with the new customer and guide himself according to develop- 
ments. This proposition is vividly illustrated to my mind by an actual 
experience. About ten or twelve years ago, four men, each with some 
mercantile experience, started in business in different towns in the 
Puget Sound country at a time when it was beginning to recover from 
the panic of 1897. They each had a capital of about $2,500, and each 
bought their opening bills from the firm with which I am connected, 
and gave us the bulk of their business. They all disposed of a lot of 
merchandise. Their business expanded rapidly, so that within a few 
years after starting they had lines of credit with us for about ten times 
the amount of their original capital. Then came the panic of 1907, with 
the consequent depression in the lumber business, which was the prin- 
cipal industry in that country. The result was that the affairs of two 
of them were liquidated through the bankruptcy court, one of them is 
still in business with a fair degree of success, but the fourth was the 
one who turned out to be a real merchant. He was located in the city 
of Tacoma, his business expanded into one of the large department 
stores, and a few years ago he sold his interest, receiving $125,000 after 
payment of all his bills. Now, when these four men started, it was, of 
course, impossible to tell whether all would be successful, or none of 
them, or, if any, which. This simply points to the lesson that you must 
watch developments and govern yourself accordingly. 

With regard to the second class of new accounts—that is, where 
a man already in business wishes to take his account to another house— 
a somewhat different problem is presented. As a rule, credit informa- 
tion on such a new customer is readily obtainable, and if he is in good 
standing he ought to be welcomed and made to feel at home. However, 
if the new customer is in the slow-pay class, a careful investigation as to 
his financial condition ought to be made before accepting him, because 
it is just barely possible that his old house is trying to drop him, instead 
of his dropping the old house. As a rule, if an account is so slow that it 
is unsatisfactory to a house which has sold him for years, the chances 
are it will prove equally unsatisfactory to you. However, it may also 
be that the proposed new customer has really improved his condition, 
and that the friction with the old house, while he was building up his 
business, may have decided him to make the change. Here, as every- 
where else in credit work, each individual case must be treated on its 
own merits. I merely want to emphasize the necessity of thorough in- 
vestigation before taking a slow account from another house, because 
such an investigation may prevent an unpleasant surprise later on when 
you learn of an impending failure. 

The duties of the credit man thus far considered are those that he 
owes his firm. These are, no doubt, the most important, but he also 
has duties in other directions. One of them is towards the customers 
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of his firm. To these he owes the duty of courteous and considerate 
treatment. In his dealings with them he must ever remember that a 
satisfied customer is the best intangible asset that his house can have. 
A customer who has been loyal to your house for many years has a right 
to expect loyalty from the credit department in return, when he faces 
financial reverses that come from unfavorable business conditions which 
are no particular fault of his. So long as a customer is honest and pos- 
sesses fair business ability and has a substantial equity in his business, 
it is sound business policy to give him an opportunity to work out his 
salvation. In such a case, the credit man should ever bear in mind 
that the results of perhaps years of effort are at stake for the customer 
and probably his entire business career. 

However, if a customer is really insolvent, it is sound business 
policy, both from his viewpoint and that of his creditors, that his busi- 
ness be liquidated. There is nothing that takes the heart out of a man 
so much as fighting a losing and hopeless financial battle, and the sooner 
he is relieved from the worry, and started on a new career unhampered 
by his old debts, the better for him and for the creditors. - 

One other very important matter pertaining to the credit man’s 
duties towards his customers has to do with the correspondence. We 
are all working under a nervous tension; a great many disagreeable 
things occur every day to annoy and irritate the credit man. The temp- 
tation is sometimes very great to answer an irritating and impudent 
letter in kind. However, the credit man should always resist this temp- 
tation and remember that the Scripture has it: “A soft answer turneth 
away wrath.” The credit man’s correspondence should ever be per- 
vaded by a spirit of fairness and courtesy. It must sometimes be firm 
and decisive, but never irritating or impudent. 

In still another direction do the credit man’s duties extend, and that 
is toward his fellow credit men. To them he owes the duties of co- 
operation and good faith. These duties arise from the fact that there 
are always several, and in most cases many, wholesale houses selling 
the same retail merchants, and as long as there are several credit men 
interested in the same debtor, they must work together to get the best 
results. 

It is vitally necessary to interchange credit information. Quite a 
large portion of the credit man’s daily mail consists of trade inquiries, 
and it is sometimes astonishing to see how far away from home some of 
the inquiries come. We all know how necessary it is for the credit man 
in fairness to his colleagues, as also lis customer, to answer them fairly 
and honestly. In the great market of the Northwest ‘the interchange of 
credit information has practically become automatic through the crgani- 
zation of the reporting department of the credit bureau. If a credit man 
wishes to know how one of his customers stands in this market, all he 
needs to do is to make an inquiry on the bureau at a cost of from thirty 
to forty cents and a hundred and fifty different sets of ledgers in the 
Twin Cities and fifty at Duluth open automatically for him. The infor- 
mation they contain is assembled and tabulated so that he can tell at a 
glance all about the customer’s indebtedness and standing with the dif- 
ferent houses; and when, under the column headed “Manner of Pay- 
ments,” you notice the high numbers, you are receiving a warning of 
danger which you had better heed. Now, it speaks volumes for the 
good faith of the credit men of these cities that in all the years since 
this bureau has been in operation, and with the thousands and thou- 
sands of comments that have been made, there has never been a com- 
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plaint that any credit man has ever wilfully given a false or misleading 
report. 

Another direction in which co-operation between credit men is often 
desirable or necessary is in carrying customers. It often happens that 
a retail merchant must be tided over by his different wholesale houses 
until he can make his collections, etc., and in such cases it is of the ut- 
most importance both to the customer and +o the wholesale houses that 
they work in hamony in extending their present -indebtedness and also in 
furnishing additional credit. Such agreements usually are only verbal 
and perhaps not legally binding, but the breaking or evasion of such an 
agreement is practically an unheard of proposition in this market. 

Still another point in which co-operation among credit men is essen- 
tial is in the liquidation of insolvent estates. Before the enactment of 
the bankruptcy statute the law favored the diligent creditor, and the 
one who first obtained a lien on the debtor’s property, by process of 
law or otherwise, was entitled to hold it against the other creditors. The 
theory of the bankruptcy law, however, is that the property of the in- 
solvent debtor is a trust fund for the benefit of all his creditors and no 
creditor may obtain a preference over the others. Now, it may be an 
open question as to which theory is the sounder so far as the creditors 
are concerned, but it seems to me there can be no question so far as 
the debtor is concerned. Under the old rule the debtor was at a great 
disadvantage, because some diligent creditor would become unneces- 
sarily anxious and secure his claim out of fear that some other creditor 
obtain an advantage. Under the present system, the knowledge that no 
creditor can obtain a preference over the others is an incentive fir har- 
monious co-operation, which often enables a debtor to weather a finan- 
cial storm which would ey have swamped him under the old 
system. 

The bankruptcy law, furthermore, places the selection of the trus- 
tee in the hands of the creditors representing a majority in number and 
amount. Now, long experience has taught the wholesale houses that 
to get the best results they must co-operate in selecting a trustee who 
is honest, efficient-and anxious to get the best results. For this reason, 
in practically every jobbing center in the United States, the credit men 
have organized adjustment bureaus, the object of which is to see to the 
selection of proper trustees of insolvent retail merchants, either in bank- 
ruptcy or under voluntary trust agreements. 

We see, therefore, that in handling breakdowns in credit, as well as 
in the interchange of credit information, the co-operation between credit 
men is becoming automatic. There can be no doubt that these adjust- 
ment bureaus have accomplished and are accomplishing an immense 
amount of good. They have cut out graft, fraud and extravagance in 
the administration of insolvent estates. The bureau of the Northwest 
stands deservedly high, but it is important that all its members co-operate 
with its officers and employees to the end that the present high stand- 
ards of honesty and efficiency be maintained in the future. 

To recapitulate the various duties of the credit man, they may 
be stated as follows: 


First, to the firm with which he is connected he owes the duty of 
assisting in doing the largest possible volume of business with the least 
possible amount of losses, 

Second, to the customers of his firm the credit man owes the duty 
of courteous and considerate treatment. 
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Third, to his fellow credit men he owes the duty of co-operation 
and good faith. 
© perform these duties well will require all one’s energy, resource- 
fulness and courage; but if one does perform them faithfully and well, 
he will be a material factor in the success of the firm with which he is 
connected. Furthermore, he will be performing a genuine service to 
the business community throughout the country covered by his firm, 
and agents. The combined efforts of all credit grantors will go far to- 
wards maintaining and strengthening the hold which their city has on 
the commerce of the great nearby territory. : 


Given Eight Months and Heavy Fine for Concealing 
Merchandise from Trustee in Bankruptcy 


The prosecution of B. G. Kaplan of Williamsport, Pennsylvania, by 
the National Jewelers’ Board of Trade was outlined in the September 
BULLETIN. Here was the case of a man buying heavily for the Christmas 
trade, then suddenly filing a voluntary petition in bankruptcy in the fall 
of 1911, with liabilities of more than seventy-five thousand dollars and 
assets found by the trustees of less than eighteen thousand dollars and 
nothing upon the books of the concern to account for the difference. 

Investigators were put to work. They reported that they had evi- 
dence that large quantities of merchandise had been concealed from the 
trustees in bankruptcy, and that goods taken therefrom were being 
gradually brought forth and offered for sale in Kaplan’s store; that 
detectives had purchased several articles which were found to be goods 
not listed in the schedule of assets, yet were sold to Kaplan before he 
went into bankruptcy. A raid was planned upon Kaplan’s store and 
house at the same time as a result of which, several thousand dollars 
worth of jewelry was seized, some of it in a box in a sand-pile in the 
yard back of Kaplan’s house. Altogether twenty thousand dollars worth 
,of concealed merchandise was discovered. Also there. was found a com- 
plete set of books showing his business prior to his failure. 

At the time of the raid, Kaplan suddenly disappeared although 
warrants were immediately issued for his arrest. A detective employed 
by the William J. Burns Detective Agency was put on his tracks. Kap- 
lan’s wife and several other relatives were arrested on a charge of 
conspiracy, after which overtures were, made on behalf of Kaplan to 
surrender in order to get his wife and family out of trouble. 

Kaplan surrendered November 27th last, came from his hiding place 
in Canada, was immediately taken before the United States commis- 
sioner, placed under bond, and then arraigned before the United States 
court at Harrisburg. He pleaded guilty to the indictment charging him 
with concealment of assets from his trustee in bankruptcy, and was 
sentenced to imprisonment for eight months and to pay a fine and costs 
in the criminal action. 

The Jewelers’ Board of Trade also arranged upon Kaplan’s surren- 
der for his relatives to waive all of their claims against the estate, 
amounting to some twenty thousand dollars, so that it is expected that 
the creditors, in addition to the thirty-six per cent. dividend received at the 
time of the bankruptcy settlement, will participate in a substantial pay- 
ment from the proceeds of the sale of the concealed property. 
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A Ready Response to the Association’s Demand That 

Wholesalers Give Thought to the Education of the 

Retailer in Proper Business Methods 

The announcement in the December BuLLetin and the January 
first general letter, regarding the Association’s intention to enter upon 
a campaign of education looking to the diffusion of sound ideas as 
to business methods among retailers, has been received with a cor- 
diality which indicates a general appreciation of the need for this 
sort of work. Perhaps the most marked evidence of this is the fact 
that the president of the National Hardware Association of the 
United States made two of our principal paragraphs on this subject 
printed in the December BuLLETIN the subject of a letter addressed 
to all members of his organization, under date of January 
8, 1913. The opening paragraph states that what the BuLLetin of 
the National Association of Credit Men brings out as to the neces- 
sity of instructing salesmen who visit the retail trade to try to edu- 
cate their customers along certain lines of business methods, is a 
subject on which emphasis was laid in a previous letter addressed 
to the members of the National Hardware Association. 

In order to give definiteness to our educational work and give it 
as wide an influence as possible, a series of tuur leaflets is to be 
issued under the general title, “Credit Topics Leaflet.” The first 
number of this series is now off the press and ready for delivery. 
It treats of the abuses of discount terms, and points out the relation 
between the establishment of a sound credit and the observance of 
sales terms. ‘This leaflet is to be followed by another now on the 
press which outlines briefly and clearly the way to figure profits. 
The third leaflet is to show the importance in establishing credit of 
prompt answering of correspondence, and the fourth leaflet takes up 
the question of charging interest on overdue accounts. Samples of 
the first two leaflets can be had by members of the Association on 
application and the other two leaflets of the series will be announced 
as they come off the press. 

Besides this, it is intended to give special attention in the 
BULLETIN from time to time to points which will lend themselves to 
this retail educational work and it is sincerely hoped that all mem- 
bers dealing with the retail trade will take the opportunity which 
this campaign affords to impress upon their customers correct business 
methods. As was pointed out in the December But.etin, the credit man 
who considers his duty done when he passes upon an order and then 
tries to get his money out of it has no proper conception of the 
credit man’s sphere, for he should make it his interest to find the 
flaw in his customer’s business, show him how to supervise his busi- 
ness in order that it may be established on the most profitable basis, 
and how to keep away from all danger of failure. 


ee 

In the death of Thomas J. McGuire, the New York Association of 
Credit Men has lost a loyal member. Mr. McGuire was manager of 
the guaranteed attorneys department of the United States Fidelity and 
Guaranty Company and was highly successful in the development of his 
department. He was born in Rome, Georgia, sixty-seven years ago and 
has always taken an interest in the development of the south, having 
twice been president of the Georgia Association of New York and an 
active member of the Southern Society. ‘ 
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How a Debtor Tried Jto Make His Creditor Pay Him 
Twenty-five Cents For Loaning the Debtor 
$2,540 for Sixty Days 


One of our Northwest members reports the following incident to 
en one of his customers tried to “put one over on him.” 
e says: 

“Under date of May 2oth, we sold the John Doe Company a 
carload of material, amounting to $2,540.00, terms thirty days net, 
with the option of discount of one per cent. for payment within 
ten days. The bill matured, was unpaid, and statement calling at- 
tention to the fact was sent forward. In reply, they wrote us under 
date of June 23rd, enclosing a note due on July 2ist, the letter 
reading, in part, as follows: 

“*You will note from the statement enclosed that we have 
deducted one per cent. cash discount and added interest for two 
months at the rate of six per cent. per annum.’ 

“This was a very nice arrangement for them, as the following 
analysis will show: 


I teh a ane mine oh ks wo eatelt wee $2,540.00 
ao) oa ca chee em sun's on0 Mae 


ee Oe ee eee a ec ee aks $2,514.60 
Plus two months’ interest at 6 per cent. .... 25.15 





ETN <6 0 dian deeds cas 6 66 eh tomas $2,539.75 


“So that, after having the use of the money for thirty days 
beyond the stipulated time, they made a quarter clear, which prob- 
ably would have been more or less useful for buying postage stamps, 
etc. Needless to say, the note was rejected. We still retain the 
good will of the customer.” 


Missing Debtors 


Those listed here are reported as missing. Any information regard- 
ing their whereabouts shald be sent to the National office. 

W. F. King, 2311 Park Avenue, Cincinnati, Ohio; 

Dr. H. P. Hanson, 156th St. and Waterloo Road, Cleveland, Ohio; 

George W. Woodard, in the restaurant business under Berghoff 
Cafe, Seattle, Wash., thought to have gone to Chicago; 

J. E. Steinhart, in the men’s furnishing business at Blue Hill, IIl., 
said to have gone to Los Angeles ; 

P. D. Henderson, dealer in meats, Central Ave., Hapeville, Ga. ; 

H. A. Thurbar, doing business as the People’s Drug Store, Eastman, 
Ga., said to have gone to Cordele, Ga.; 

A. J. Bryan, 515 Central Ave., Jersey City, in the Tea, Coffee and 
Premium business, said to have gone to Chicago; 
a = E. Saleeby, formerly of Hartsville, S. C., later of Washington, 

W. Blanberg, formerly a butcher at 175 Fifth Ave., Brooklyn, N. Y.; 

F. Doberentz, 431 East 154th St., New York, later at Elton and 
Third Avenues, New York City ; 

A. Falstrault, Cedarhurst, L. I.; 

M. B. Haywood, manager of the St. Paul’s hoaeonn Co., St. 
Paul’s, N. G.; 
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O. W. Holmes, proprietor of the Holmes Electric Co., Fayetville, 


Locratis Mirigounis, formerly doing business as the New York Res- 
taurant at Pochontas, Va.; 

William Wagner, formerly of 18th St. and Geyer Ave., thought to 
have gone to Galveston or Houston, Tex.; 

A. H. Collins, formerly of Hutchinson, Kan. ; 

ie D. Miller, formerly in the glass business at 2111 Franklin Ave., 
St. Louis ; 


‘ William Brown, proprietor of the Parisian Cloak Company Emporia, 
ansas ; 

Interstate Forestry Co., formerly at 456 Fourth Ave., with the fol- 
lowing officers: Gregory Doyle, president ; Harold Huyler, vice-president ; 
C. J. Kirby, Jr., secretary and treasurer ; 

J. Axelrod, formerly in the grocery business at Belmar, N. J.; 

W. T. Van Houten, formerly in the tin and hardware business at 
Atlantic City ; 

J. N. Komp, Black Creek, Wis. ; 

C. O. Whitten, a contracting painter, formerly at 12014 Summer 
St., Charleston, W. Va.; 

L. C. Rohrbaugh && Co., formerly of DuQuoin, Il. ; 

Lewis C. DeGrange, who handled mill and railroad supplies, for- 
merly of Toledo, Ohio; 

M. Holzman, formerly at 147-149 West 35th St., New York City; 

A. Weiser, formerly of 153 Sixth Ave., New York City; 

Willis T. Van Houten, formerly of 35 Park Ave., Paterson, N. J.; 

G. S. Petrozzi, formerly of Mook St., Corona, L. L.; 

Tillie Navasky, until about December 23d at 588 Morris Ave., New 
York City. 


Legislatures} Convening In Regular Session During 1913 
Below is presented list of states having regular legislative sessions 

in 1913 with dates of convening: 

Arizona . 13 New Hampshire ......... 

Arkansas . 13. New Jersey 

California . 6 New Mexico 
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North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
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A Notice Issued by One of Our Members Regarding 
Strict Observancd of the Ten Day Terms. 


On account of a growing tendency to disregard the TIME 
LIMIT in which a CASH DISCOUNT is allowed for payment of 
our invoices, it Has Become Necessary for us to adopt a strict 
observance of the TEN DAY period. 

ON AND AFTER DECEMBER 1, 1912, we will allow no cash 
discount where payment is made after ten days, except by special 
arrangement with customer for bi-monthly settlements or where 
salesmen collect every two weeks, when, if all previous invoices are 
then paid, the regular discount will be allowed. 


A CASH DISCOUNT IS RIGHTLY EARNED, ONLY BY 
PAYMENT WITHIN A FIXED, DEFINITE TIME. 


DANVILLE WHOLESALE GROCER CO. 


The Field Which Called the Credit Man into Service 
By W. B. FisH, CLEVELAND, O8IO. 


It may be asserted, without chance of serious contradiction, that no 
one individual person can comprise within himself or exercise efficiently 
a variety of activities, such as are demanded by present-day standards in 
the everyday affairs and conduct of business. I use the term of busi- 
ness in an inclusive and broad sense, for wherever we cast our eye, we 
find that all avenues of productive activity are pursued as a business. 

Time was when man by himself and for himself and his dependents 
provided all things needed to sustain and support life. He built his dwell- 
ing, supplied his fuel, provided food and raiment, and afforded protec- 
tion to his family. The supplying of these simple and basic requirements 
has in our day been divided into many different branches of trade, and 
business pursuits. Were man to attempt to supply these necessaries for 
and by himself, he would needs revert to a primitive state, with corre- 
sponding loss in comforts and the many conveniences of modern ex- 
istence. 

When the meat supply was dependent on the presence of game, the 
state of the weather and the proficiency of the hunter, meats would not 
always be available. When the spinning wheel and the domestic hand- 
loom had to be depended on for the supply of clothing, there could 
be little thought of variety, if, indeed, the barest needs were met. The 
simply contrived log cabin with its one or two rooms fulfilled the mer- 
est requirements of shelter and afforded little, if any, of that domestic 
privacy that we regard as essential. . 

Today, cattle, sheep and fowl from every corner of our and other 
countries are gathered by organizations, who, with systematic efforts 
and dependable service, make that important food staple conveniently 
available. 

Wool from Australia, the Andes, and from our own plains and 
farms converted into cloth on millions of spindles and power-driven 
looms, solves the problem of clothing for our great and growing popu- 
lation. The varied products of forest, mine and forge had become avail- 
able everywhere and in infinite varieties for the construction of dwell- 
ings, homes and buildings that fulfil every requirement of bodily com- 
fort, mental need and esthetic sense, 

I am not referring to these matters to point the contrast in living 
conditions now and formerly, but because of the analogous progression 
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that has taken place in the conduct of business. Up to comparatively 
recent times the average business man acted as his own buyer or manu- 
facturer, sought out or met personally his customers, and himself made 
or attended to his collections. When business was transacted within 
comparatively narrow territorial limits and the volume did not ap- 
proach the proportions to which it has since grown, and the number 
of customers was not as great as it is now, it was possible for a pro- 
prietor of a business to do all these things. But-as business expanded, 
as sparsely settled sections became populous, new communities came 
into being, business had to be pursued in many more and new and dis- 
tant places. 

Selling and the seeking of customers had to be delegated to sales- 
men. Personal acquaintance, a great advantage in business, between 
proptietor and customer became less general and more difficult, for 
increased business abroad brought increased responsibilities at home. 
He could no longer call to mind the personal circumstances of many of 
those who sought to buy his goods or products on credit. The quest 
for information and knowledge that would enable him to judge the 
extent of risk he could take in giving credit to strangers became a task 
that called for the expenditure of much time, patience and care. It 
soon became apparent that the proper performance of this task required 
constant attention and exclusive application, and as a need, once recog- 
nized, does not remain long unsatisfied, there came into being in the 
growing business institutions a new functionary, now popularly known 
and generally recognized as “The Credit Man.” This new functionary 
had before him a new and hitherto unexplored, uncharted and unclassified 
profession, for which he had to evolve his own code of rules and provide 
his own machinery and mechanical detail. That he has bent to his task 
with will and purpose is evident, for today the credit man is an im- 
portant part of the organization that employs him, second only to its 
banking connections. 

There were no theories underlying the making of the credit man, 
because he came in answer to a need that had manifested itself and 
because practice invariably precedes theory. Agriculture was the earliest 
occupation of humanity for centuries before there were evolved theories 
bearing on that pursuit, such as soil selection, the rotation of crops, 
and the many other principles that have been laid down, based on the 
experiences gained in the tilling of the soil. Thus as the profession of 
the credit man came to be more generally practised and more fully 
understood, it became evident that he must cultivate, develop and pos- 
sess a series of qualifications if he would discharge his duties efficiently. 
Before all else he must have a sterling character and integrity if he 
is honestly to dispense the credit of his firm. He must be prompt and 
punctual himself if he is to exact promptness and punctuality in others. 
He must be watchful and observing, ready to detect changes in business 
conditions affecting his firm’s customers and ready to act on such changes. 
He must practise analysis and deduction in the consideration of state- 
ments or information submitted to him. He must be a-student of human 
nature and develop the faculty of reading and interpreting character. 
He must maintain a grasp on business conditions, beyond that of his 
firm or the line his house is engaged in. He must cultivate a calm 
and dispassionate judgment and ability to act with promptness and de- 
cision. He should possess courtesy and firmness and sincerity that wins 
confidence. Finally and quite obviously, he must be a thorough ac- 
countant. 
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Formidable as this list of qualifications may appear, they are quite 
within reach of him who earnestly strives to attain them. True, they 
cannot be acquired by poring over ledgers alone ever so industriously, 
for a name on the ledger indicates nothing, unless coupled with attendant 
circumstances. The name of a town that conveys only a term for lo- 
cality is meaningless. To the thinking mind, however, they are fraught 
with suggestion and ground for inquiry. A name gains currency and 
worth only through the man who bears it; therefore we must invest 
every name on our books with a personality. The account upon the 
ledger, to the thorough credit man, is not a mere succession-of figures 
indicating credits and debits, but a chronicle as well that tells a story 
of careful buying, correct business methods, honesty, promptness, or the 
reverse. It also traces the rise and decline of a business, or the vary- 
ing fortunes, prosperous or otherwise, of a locality or a district. Such 
knowledge when reliably obtained is of great value in weighing con- 
flicting claims of seekers for credit from the same locality. 

The greatest study of mankind is man and this study may be mater- 
ially advanced by every man through recourse to standard literature, 
the storehouses of human knowledge of humanity. The credit man, 
therefore, should be a reader, if not a student, so that his mind, familiar 
with the problems that have engaged the minds of the intellectual lead- 
ers, may be better equipped to face his own. It may not be amiss to 
refer here to the five-foot shelf of books as projected by President 
Eliot of Harvard University, a liberal education in themselves. The 
true credit man keeps in touch with the current of events and con- 
siders their bearing on the state of society, on the development of trade 
and industry, on agriculture, and on all activities that may affect them 
favorably or otherwise. He is a student of political science and eco- 
nomics so that he may read aright the signs of the times, recognizing 
when danger impends before the storm breaks and giving full rein 
when conditions warrant it. 

The spring freshets that ruin the crops of a state will not be actually 
felt in their full import until the succeeding harvest time, but the care- 
ful credit man will reckon with the conditions that must inevitably en- 
sue. The winter storms that devastate the cattle and sheep ranges do 
not at once affect the respective localities, but they augur ill for the 
future state of trade there, and it behooves the credit man to take heed 
of his augury. There may be nothing in common between a firm’s busi- 
ness as such and the price of, or demand for copper, yet large regions 
are vitally affected by it, and thus it is with all the commodities that 
make up the stock in trade of a great nation such as ours. And it is 
the knowledge and information the credit man gains on these matters and 
the use he puts them to that determines his success as a credit man. 
With such information he confronts the seeker for credit with confi- 
dence, secure in his ability to appraise correctly the prospects and chances 
the prospective debtor has ahead of him. He can determine the amount 
and terms of the credit to be extended or he can refuse credit, based 
on sound judgment. 

The credit man must also be an efficient collector, and here per- 
haps more than anywhere else his temperament, judgment and tact 
undergo the severest test. Accounts outstanding must be paid when 
due, and if not paid then must be collected by the various methods that 
from time to time become necessary. He must be a master in the art 
of correspondence, capable of putting into his letters that which impels 
the debtor to respond in the coin of the realm. At the same time, he 
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must, if advisable, preserve the debtor’s good will. If necessary, he 
must visit the debtor in person and tactfully, if may be, or sternly, if 
must be, make his collection. Ability rightly to judge the debtor and 
his condition and circumstances becomes most important at this junc- 
ture. Upon this ability may hinge the debtor’s commercial future. 
Such responsibility is often thrust upon the credit man, and must be 
met with fairness and justice. Since debtors sometimes fail to pay and 
become insolvent, it follows quite naturally that the credit man must 
gain some familiarity with bankruptcy and insolvency practice and pro- 
cedure, and it is not at all uncommon for credit men to study law for 
the proficiency they acquire in their own calling by this additional 
knowledge. 

These in brief are some of the essential qualifications that go to 
make up the equipment of the credit man; some of them are obtainable 
by the use of text-books and treatises and by attendance at cotirses of 
study, some of them by self-analysis, the development of the positive and 
the surpression of the negative qualities, and all of them within the reach 
of the earnest and conscientious man who seeks to improve himself. 


The Credit Man 
(From Atlanta Constitution.) 


The position of credit man in a concern has to have many qual- 
ities that are not often thought of in the ordinary routine of business. 

Suppose you were asked to describe the appearance of the last 
man who was in your office. Would your power of observation be 
sufficient to remember the color of his eyes and the cut of his coat? 
But, still more, could you remember any characteristics that were 
such as to give you a line on the reliability of the man from a busi- 
ness standpoint, and the truth of any statements he might give to 
you? The writer was recently in an office where one man has to 
pass on the credit possibilities of many applicants for credit every 
day. While there, three men came in and asked for credit and two 
out of the three were politely refused, after a semblance of investiga- 
tion, and the third was immediately O. K.’d for all the credit he de- 
sired in reason. Asked afterwards on the thing which had chiefly 
influenced him in making his decisions, the credit man replied. “The 
general appearance of the men and particularly their voices.” 

The credit man of a large concern has to learn to observe the 
characteristics of his customers as well as those of the house’s own 
salesmen. He must know whether when Salesman A recommends 
that a man be extended so much credit it is as reliable information 
as that supplied by Salesman B, and whether C wouldn’t be inclined 
to ask for credit for a customer with more reason than either of the 
others, owing to the fact that he himself is a better judge of char- 
acter than they are. 

There are statistics and figures which will help the credit man 
to decide -his problems, but after all is said and done the thing on 
which he has to rely more than any other is his own ability to judge 


character and his own powers of observation as applied to the 
characteristics of other men. 
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The Mutual Interest of the Wholesaler and Retailer in 
the Bulk Sales Law 


Chairman Hogan of the Legislative Committee of the St. Louis 
association in urging the passage of the bulk sales law in Missouri 


laid these significant thoughts before the members of his association 
recently: 


“You are vitally interested in keeping your customer in business. 
His interests are yours and each bankrupt stock, each slaughter sale, 
each stranded debtor decreases your profits as well as the profits 
of your house and your legitimate customer and may lessen your 
selling opportunity, at least for a time. The honorable merchant is 
entitled to his reasonable profit and should get it but does not always 
succeed. When a stock of merchandise bought at a very large dis- 
count under questionable circumstances and conditions is disposed 
of in the small country town, the slashing-price operation taking 
place, perhaps, right across the street from your respectable customer, 
a man who is honest, hard-working, energetic, paying dollar for 
dollar for his merchandise and paying in addition, year after year, 
county, school and town taxes, you are interested. It is for us to see 
that such merchant’s business does not fall off by unfair competition 
with one who is an itinerant merchant moving his shop-worn stock 
of goods from one locality to another. The majority of men are 
honest and it is for the wholesale merchants to stand with the major- 
ity, working with them, and giving them every protection that is 
possible. It is the honest majority of merchants whom we want 
to protect, for, by so doing, we protect ourselves and so it is neces- 
sary to make laws aiming directly at the dishonest debtor for he is 
wise, knowing full well that it is difficult to convict the unprincipled 
debtor, that it is costly under our present laws, and this indeed is 
his main reliance. 

“Dishonesty is the one great curse of the credit system, and it 
is a fact that the state which affords the fullest protection against 
fraud is the one which will enjoy the most liberal commercial priv- 
ileges and in which business confidence, so fundamentally necessary, 
will best thrive. It is to be remembered,” said Mr. Hogan, “that 
prosecution of commercial fraud is part of the business of men in 
commerce, to raise it to higher standards and those districts which 
have been so active in their fight against fraud have practically 
driven it from their borders. It is, as the supreme court of Texas 
said in holding the bulk sales law of that state valid: ‘It is a gen- 
erally known fact that there have been frequent cases of litigation 
over bulk sales, the reports certifying that the protection offered to 
creditors and buyers under the former laws was quite unreliable. 
Sufficient justification is there for the bulk sales law, if as a pre- 
ventive against fraud, it will introduce greater confidence into trade, 
for unfair dealing in the end brings loss not only upon those involved 
in the dealing but upon the community as a whole.’ 

“The bulk sales law is a check on the pernicious and ruinous 
practice of throwing bulk sale stocks of goods on the open market 


in competition with honest and legitimate retail merchants who pay 
their just taxes and debts.” 
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The Oklahoma Bulk Sales Law Sustained 


Speaking of the Oklahoma bulk sales law, a firm of attorneys of that 
state write: 

“Under the bulk sales law recently enacted a sale which is not 
made in compliance therewith is not merely presumed to be void 
but is conclusively fraudulent and absolutely void. As a number of 
states have held a law similar to ours to be unconstitutional, busi- 
ness men have waited anxiously for an interpretation and determi- 
nation of the validity of this law by our own supreme court. It 
has fallen to our lot to prosecute the first case to the Supreme Court, 

- involving the question. 

“In the case of Galbraith vs. Oklahoma State Bank, just de- 
cided and not yet officially reported, thé Supreme Court of Okla- 
homa has held: 

(1) This law is valid; 

(2) Good faith is no defense to a sale made in violation of 
the terms of this statute; if the law is not complied with the sale 
is conclusively fraudulent and absolutely void; 

(3) A sale made in violation of this law constitutes grounds 
for attachment; 

‘(4) <Any creditor of the debtor who makes the sale, has a 
right to proceed by attachment regardless of when the debt was 
created and regardless of whether the consideration for the debt 
passed into the mercantile business being sold, or there was a 
collateral or independent transaction. 


“We won the case for the bank in the lower court and the decision 
was affirmed by the Supreme Court. The creditors and wholesalers now 
have in this state a bulk sales law that affords them a complete protec- 
tion. As this is the first decision in the state under this law, it will 
remain a most important landmark in the progressive legislation sought 
and procured by the commercial world.” 


A Word on Legal Technicalities and the Reason for 
Them From the Credit News of the Utah Associ- 
ation of Credit Men 


Would it not be advisable to endeavor to have established here a 
Court for Commercial Arbitration, which would have as its object the 
settling of disputes arising among commercial men, or their firms, with- 
out the necessity of resorting to law with its cost of valuable time and 
money? Nine-tenths of commercial litigation could be settled in this 
court, devoting half an hour to half a day to each case, as might be re- 
quired, while under the procedure of our regular courts, it takes any- 
where from a month to five years to get a matter disposed of. 

As to the time it takes to get a case to trial and the issues thereof 
determined in our courts, we censure the attorneys, the court and the law, 
but after all the fault lies, in the first place, in our system of jurisprud- 
ence, and in the second place in the congested condition of our courts 
and their trial calendars, and especially does this apply to courts in the 
outside counties where the district is large and only one judge to hear 
all of the cases. 

If a defendant avails himself of the many technicalities open to him, 
he can delay your action for a considerable length of time. For in- 
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stance, he has ten days’ time in which to make his appearance in court, 
either in person or by an attorney, after the date of the service of the 
summons on him, if the action is started in the City Court, or twenty 
days if you are suing in the District Court, and if he is not a resident 
of the county in which your action is brought, he has twenty days to make 
his appearance in the City Court, or thirty days in the District Court. Hg 
will likely put the matter into the hands of an attorney at the time the 
summons is served on him, and that attorney will wait the full ten days 
before entering any appearance or any pleadings in the matf$r. Perhaps 
he will file a general demurrer to gain additional time. The plaintiff’s 
attorney then must give the defendant’s attorney at least five days’ notice 
before he can call up the demurrer for hearing, and if the defendant’s 
attorney does not even show up at the time of hearing the demurrer and 
same is overruled by the court, as nine-tenths of demurrers filed in ac- 
tions are, there is then another delay of ten days’ time, during which the 
defendant is allowed to answer the original complaint. At the end of 
that ten days he may answer, and in his answer set up some new matter 
as a defence, counter-claim or set-off to the original claim, and then it is 
incumbent upon the plaintiff’s attorney to reply to the new matter set up 
in his answer or counter-claim, and in the course of those pleadings, there 
may be further demurrers to each and every pleading filed, which re- 
quires the same notices and the same length of time for hearing and filing 
new and amended pleadings, as already mentioned. When the matter is 
finally at issue, the plaintiff’s attorney will find the trial calendar taken up 
anywhere from a month to six months ahead of time, and if he wishes the 
case tried before a jury, sometimes even longer. 

This problem of the length of time it takes to get an action to trial, 
and determined in our courts, is one that is agitating the minds of some 
of our best legal talent, and is still unsolved. The idea of giving plenty 
of time for the various pleadings and each step of the case arises out of 
the safeguard of the law, to prevent the court from becoming an instru- 
ment in the hands of sharpsters who would take snap judgments and 
abuse the use of the court to their own private ends. 

However, the European or continental courts have materially elimi- 
nated this delay in their civil procedure, and it is to be hoped that Ameri- 
can jurisprudence can be so revolutionized without any radical changes 
as to give litigants all the opportunity to defend themselves that is neces- 
sary, and yet not embarrass the plaintiff in an action wherein speedy re- 
dress is necessary. e 

It is verv true that many times attorueys delay actions unnecessarily, 
and it is always well to keep in touch with your attorney and keep “him on 
the job,” but do not blame him for all the technicalities of the law. He 
must observe them to establish a sound foundation for the judgment 
which you expect to get in the case. 


Legal Opinions 
I, 

A member of the Association states that one of his customers, a cor- 
poration in Massachusetts, doing business in that state, has executed a 
deed of trust to its officers without making any other change in the busi- 
ness. The concern is a close corporation, doing extensive business at 
excellent profits and our member asks what added benefit the corporation 
expects to get through the trusteeship. 
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The Association’s attorney replies that the corporation is taking 
advantage of what is called “Massachusetts Land Trust,” which is a 
trusteeship with all the advantages of a corporation and very few of its 
disadvantages. This trusteeship is an extension of what was originally 
only a “land trust” in order to cover personal property as well. By 
forming these trusts, corporation taxes are evaded and there is no neces- 


sity for obtaining permission to do business in other states as is required 
of corporations. 
II. 


A member asks if a homestead waiver note gives an additional 
rights in Florida over a note that makes no mention of homestead exemp- 
tions. 

The Legal Department replies that it is held in the case of Carter’s 
administrator vs. Carter (20 Fla., 558), that a waiver of homestead 
exemption in a note is void and of no effect and therefore a note contain- 
ing a waiver of homestead would give the holder no additional rights 
over the holder of a note which does not contain a waiver clause. 

III. 

A member of the Association inquires if a conditional sale contract 
covering all goods that may hereafter be sold by the company to the seller 
would be valid for future shipments if the contract is properly filed and 
refiled at the expiration of one year. 

The Legal Department says that this is simply a question whether 
a conditional sale contract covering goods that may hereafter be sold by 
the vendor to a purchaser is valid or not. This is an open question in 
most of the states and the only safe way is to make a new contract cover- 
ing each delivery. The laws of most states provide that a conditional 
sale contract must contain a schedule setting forth in some detail the 
property sold. It may readily be seen, therefore, that in case of a blank 
conditional sale contract, the chances for a lawsuit are great and these 


chances should be eliminated by having a contract of conditional sale for 
each delivery. 


A member inquires as to the validity of a clause printed on a letter- 
head or other business sheet to the effect that all contracts are subject to 
strikes, accidents, or other causes beyond the control of the contracting 
party. 

The Legal Department replies that the Supreme Court of the United 
States, in the case of Sturm vs. Boker (150 U. S., 3120), has held 
expressly that a printed notice on a letter-head or bill-head, if incon- 
sistent with the written contract contained in the letter or bill does not 
control but that the written part of the letter controls, and if the written 
part is inconsistent with the printed matter, the court pays no attention 
to the printed matter. 

The same was the contention in the case of Dumner vs. Hubbard Co. 
(153 Ill., 102), and it is therefore always safer to insert in the body of 
the contract or letter a statement that the contract is subject to strikes, 
accidents, or Other causes beyond the control of the contractors, for the 
court may well hold that if the body of the contract says nothing 
about strikes but agrees absolutely to deliver on a certain day certain 
specified articles, then the printed matter excusing delay would be incon- 
sistent with the written matter. 


V. 
The question is asked whether or not it is necessary to record in the 
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office of the county clerk sales of goods made on memorandum or con- 
signment in the state of Washington. 

In reply the Legal Bureau says that in the case of Eisenberg vs. 
Nicholson et al. (22 Wash., 700), the court holds that where goods are 
sent on memoranda and the person to whom they are sent has the right 
to sell them before paying for them—which is the usual course of pro- 
cedure—the contract must be filed, the court holding that it is a matter 
of fact a conditional bill of sale. The court further intimates that if 
goods are sent for selection only and no power of sale is given to the 
person to whom they are sent and no title will pass until the goods are 
selected and billed, such contract need not be filed. 


Association Notes 
Baltimore. 


At the monthly meeting of the Baltimore association held Decem- 
ber 10th, Congressman Charles A. Korbly of Indiana, a member of the 
Banking and Currency Committee of the lower house, spoke on the 
weaknesses of the present system. He said that the great difficulty has 
been the ignorance both of congressmen and bankers in the principles 
and history of banking, so that it becomes a matter of little wonder 
that the banking laws of the country are monuments of stupidity and 
colossal ignorance; the best part. of our present system, he said, is that 
which has grown up entirely outside of the law, namely, the clearing- 
houses, which are performing effectively the wonderful and beneficent 
function of transferring ownership of property without the use of money. 

Another speaker was William H. Grimes, formerly president of 
the St. Louis Association of Credit Men, who paid a glowing tribute.to 
the Baltimore association, which he said is recognized as a model or- 
ganization by credit men everywhere. 

President H. G. Rosson, who presided, announced that a course of 
educational lectures under tthe auspices of the association would be 
started at the Young Men’s Christian Association and a committee from 
the Baltimore association was to be appointed to consider the subject of 
banking and currency reform. 

Boston. 


The December meeting of the Boston Association of Credit Men was 
addressed by C. W. Barron, of the Boston News Bureau, J. Mendenhall, 
expert accountant, and President George C. Morton, of the association. 

Mr. Barron presented several illustrations showing the power of 
credit in business and indicating the serious crisis which may arise from 
even a suspicion of the impairment of the credit of individual or cor- 
poration. 

President Morton spoke on the “Cash Discount Question.” He 
favored the doing away with the big discount for cash. He favored 
rather a moderate discount for cash as a reward for the merchant who 
looks after his collections and payments and does business in a business- 
like way. He said he believed the ideal terms were “Thirty days less 
I per cent, for cash in ten days, or sixty days less 2 per cent. for cash 
in ten days.” Large discounts are, he said, the source of many of the 
cash discount abuses of which we hear. 

Mr. Mendenhall spoke on “Administrative Efficiency” saying 
that no matter how strong or intelligent an organization, if ineffi- 
ciently directed, it will not achieve the results that it would other- 
wise bring. He said that, strangely enough, the greater percentage 
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of inefficiency in business rests with the administrative department 
rather than with the productive department. Every department, Mr. 
Mendenhall said, should be headed by men thoroughly trained in 
the details of their department. The executive officer in charge of 
the organization should provide an adequate system of accounting, 
the thermometer of every business,—as a means for checking the 
efficiency with which the business is conducted. 

Speaking of -credit, Mr. Mendenhall said that it is based upon 
information obtainable from statements purporting to show the true 
condition of a business at a stated time, but unfortunately such state- 
ments cannot always be depended upon to reveal the true condition 
of a business, the reason being that it is difficult for a business man, 
no matter how honest, to view his own business impartially and we 
can never get away from the fact that an unverified statement is 
simply the proprietor’s own estimate of the condition of his business. 
Therefore, said Mr. Mendenhall, the credit department more and 
more is beginning to insist upon statements that have been independently 
verified and can be depended upon absolutely as can audited statements. 
This is particularly true, he said, of banks and bankers who are 
insisting on being furnished verified statements, those handling large 
lines of commercial paper stipulating that the customer shall have 
his books audited by a reputable firm of public accountants at fre- 
quent intervals. 


Bristol. 


The Bristol Association of Credit Men, with its more than fifty 
members, gave Secretary Tregoe of the National Association a royal 
welcome at a dinner held December oth. In his address Mr. Tregoe ex- 


plained the work and ideals of the National Association, with its over 
sixteen thousand three hundred members, told how it is working for 
the things which are at the foundation of credit, such, for instance, as 
a safer monetary and banking system, the reduction of our fire waste, 
better laws for the protection of commerce, higher ideals in business 
transactions, and closer co-operation generally between business men. 

Mr. Tregoe told how the safeguards around credit had been strength- 
ened:in the last sixteen years since the foundation of the Association. 
He said that not only had the credit man become indispensable to busi- 
ness, but that he had established an organization absolutely indispensable, 
an organization that is impressing not only upon its members but upon 
the commercial world at large, the need of conservation so that waste 
of all character in business may be gradually eliminated. 


Mr. Tregoe was followed by Judge C. J. St. John, who spoke on . 


“New Laws Needed in Tennessee by the Commercial Interests.” 


Buffalo. 


The December meeting of the Buffalo Association of Credit Men 
was addressed by Frederick Haring of the Buffalo bar on “The Rights 
of Corporations to do Interstate Business,” and by Fred Mason of the 
Shredded Wheat Biscuit Company who spoke on “The High Cost of 
Living.” 

Mr. Haring complained that the corporations are encumbered and 
interfered with by all sorts of laws in the different states governing 
the business in such states. The question with the maker and seller 
of goods, he said, is to know when he is engaged in interstate business 
or, having shipped goods into another state, when they become inter- 
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state commerce. He said that the government should enact statutes 
defining the differences between interstate and intrastate business. 
Cedar Rapids. 

Director H. G. Moore of the National Association of Credit Men 
was the guest of the Cedar Rapids association December 18th, making 
an address on “The Credit Man and His Association.” He said that 
the credit man stands more nearly than any other in the business world 
for the movement tending to elevate and improve business methods; he 
declared, further, that our constantly increasing cost of doing business, 
coupled with the ever-lessening of profit percentages, necessitates the 
giving.of every consideration to the conservation of profit margins; and 
it is the profit margin that the credit man must always have in mind, 
not only for his own concern, but that of his customer. 

Mr. Moore also urged that credit men must interest themselves 
actively in the broader affairs of business as they relate to their entire 
section and also in local civic affairs, for the credit man should be ever 
at work trying to throw prover conditions around business, and unless 
civic conditions are right business can never be on a normal basis. Mr. 
Moore pointed out that business today is being done on the other man’s 
capital as never before; that fifty years ago a concern with a debt equal 
to half of its net worth would have been looked upon as overtrading, but 
with improved commercial conditions, with a free interchange of infor- 
mation, we grant much larger lines of credit today. This has meant the 
expansion of business and industrial development, until we have the 
largest commercial organization in the world, the National Association 
of Credit Men, standing under, so to speak, this great system of credit. 

Mr. Moore threw out the warning that unless the credit man were 
careful his job would make him pessimistic, for some credit men find 
themselves always on the defensive, imbued with the thought that everv 
man is trying to get the best of them, but they must realize that most 
men stand for fair dealing, for the principle of quid pro quo. Mr. Moore 
denied the oft-heard statement that one has to be dishonest in order to 
meet and overcome the proposition of a dishonest and unscrupulous 
customer, and no matter how tricky a man is inclined to be, he will think 
more of the house which hews closely to the line than of that which 
treats its relationships loosely. 


Chattanooga. 


What the members of the Chattanooga association called their most 
important meeting since organization was held December 11th, with 
Secretary Tregoe of the National Assdciation as their guest. Practi- 
cally all the members of the association were present and were enthusias- 
tic over the outlook for the organization. 

Mr. Tregoe paid a high tribute to Chattanooga, the city which he 
said he visited about fifteen years ago when it was a small and scattering 
town, out of which had come the great industrial and mercantile center 
which so impresses the visitor today. Mr. Tregoe then took up the 
great changes which have been taking place recently in the system of 
credit extension, told how several years ago it had been the practice of 
firms to unload their bad customers upon other concerns, while now the 
spirit was one of co-operation in every respect, of freely giving out in- 
formation. that would protect a neighboring concern against a cus- 
tomer preparing for a fall. Mr. Tregoe pointed out that it was a great 
error to look upon the National Association and its branches as bureaus 
for adjustment or credit exchange, or handling collections, because the 
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Assocjation is far broader than that, being organized for the purpose of 
getting system into business methods and of building up sound methods 
of credit in every community. 

Following Mr. Tregoe, Dr. H. M. Evans spoke on Chattanooga as he 
had found it spoken of in the cities of the North. He said that in his 
recent trip he had been surprised to find many people regarding Chatta- 
nooga as having a model city government. Dr. Evans also took up the 
matter of helping country merchants make their business profitable and 
also pointed out the help which business men could be to firms in en- 
couraging them to put more science into their industry. 

T. R. Preston followed on “Banking and Currency Reform,” indi- 
cating that to his mind this was one of the most important subjects be- 
fore the country. 

Chicago. 


There was an attendance of four hundred and fifty members of the 
Chicago Association of Credit Men at what was known as “The Bulk 
Sales Rally,” conducted under the auspices of the Legislative Committee, 
December 19th. Chairman Whitlock of the committee presided and told 
what had thus far been done to stir up an interest in bulk sales legisla- 
tion. He said that the committee had first set out to secure the co-opera- 
tion of various business men’s associations throughout the state, and 
in this endeavor had been moderately successful. 

Henry S. Blum, secretary of the Legislative Committee, reviewed 
the history of bulk sales legislation throughout the entire country. He 
attributed the rapidity with which the states had adopted the law to the 
fact that there was a distinct need and demand for it, not only from the 
wholesalers’ standpoint, but also from the retailers’. He said that the 
losses sustained by the actual creditors, when a bulk sale had been made 
fraudulently, are only a fraction of the real loss to the community, that 
the harm done to the business interests of the entire community is far 
greater than the actual monetary loss, and this fact retailers are be- 
ginning to understand. 

Asking the question, “Who opposes the law?” Mr. Blum said that 
no one offers any opposition to it, no one says that the proposed measure 
is not a meritorious one, and the cause for delay has been strictly inertia. 
He said that if the credit grantors of the state would but take the moral 
support and turn it into an active force, they would accomplish their 
purpose in having the bill passed. 

Prof. Henry Scofield of Northwestern University spoke on “The 
Constitutionality of the Proposed Bulk Sales Law.” He said that the 
fact that since 1898 the bulk sales law had been incorporated in many 
states strengthens the belief that it is constitutional, and, in fact, has 
so been held by the highest courts of several states and its principles 
upheld by the federal court. The federal laws make it unlawful for 
a creditor to take a mortgage upon a fluctuating stock of merchandise, 
to buy merchandise on credit and sell it in bulk; while morally, such act 
was fraudulent, it was not considered fraud in the sight of the law. He 
said in Illinois the 1905 measure which was declared unconstitutional 
was objected to by the supreme court because it touched upon the prop- 
erty and the liberty of the citizens, and while the highest court in Illinois 
is not bound by law to conform to the national court’s decisions, the lat- 
ter are considered precedents to which the decisions of the Illinois courts 
would probably conform. 

Secretary Westerfield of the Retail Merchants’ Association of Illinois 
said that the proposed bulk sales law met the approval of the retail 
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merchants of the state and their co-operation could be depended upon. 
He expressed the opinion that the law might sometimes hamper proper 
sale and proposed, instead of the five days’ notice, that a portion of 
the vendor’s stock be retained by the vendee until five days after date 
of sale, during which time notice could be given to creditors. Mr. 
Westerfield declared that the legitimate business of a town is oftentimes 
seriously injured by unscrupulous dealers who make it a business to 
purchase stocks of persons on the verge of bankruptcy and sell them 
out to the detriment of all honestly inclined merchants, and he favored 
the bulk sales law because it would tend to overcome this difficulty. 
Cleveland. 

At the annual meeting of the Cleveland Association of Credit Men 
held December 2nd, Warren E. Clarke, of the Cohn-Goodman Company, 
was elected president; Frank H. Randel, of the American Stove Com- 
pany, vice-president; John C. McHannan, treasurer, and Henry H. 
Brevhler, secretary. 

In an important address by H. H. Johnson, president of the Cham- 
ber of Commerce, he advocated profit sharing, whereby all working men 
might share in the success of the corporation according to the value of 
the services of each. His plan, he said, was based upon the “Founder’s 
Share” scheme now in operation in Great Britain, under which a man with 
ability but no capital puts his knowledge and energy into an enterprise 
and, in addition to a salary, receives stock, which becomes an asset only 
after he has made the business pay a dividend of 10 per cent. to the 
regular stockholders. . 

President S. D. Fess of Antioch College, and congressman-elect, 
spoke on “Commercial legislation under the new amendments to the 
constitution.” Mr. Fess urged the passage of “blue sky” legislation to 
protect the unwary and untrained against speculators and stock-waterers. 


He said that he believed men responsible for speculation and stock- 
watering such as had been riotously carried on in the last generation 
had had more to do with the unstable basis in business which we bewail 
today than has the tariff. 


Denver. 


Again, under the auspices of the Denver Credit Men’s Associa- 
tion, there was held in the Christmas season the annual banquet at 
which the salesmen and credit men of the city come together for better 
acquaintance and mutual understanding. Over three hundred credit 
men and their guests were present, and the time was given up to the 
spirit of good fellowship and entertaintnent. 

The only set speech was by President John T. Brady of the Denver 
association. He extended a cordial welcome to the guests of the eve- 
ning and gave an outline of the special work which members of the 
association were trying to do, pointing out how the selling end and the 
credit end of the business must work in close co-operation. He then 
turned the meeting over to H. J. Thomas, under whose direction was 
presented a lively vaudeville program. The men were introduced to 
the intricacies of some of the newly invented dancing steps. There 
were the Bunny Hug, the Texas Tommy, the Grizzly Bears, the Turkey 
Trots, and all other manner of rags, each slightly exaggerated. As a 
final attraction, all participated in the drawing of prizes, mostly in the 
form of merchandise which had been donated by the members. 


Des Moines. 
The Des Moines Credit Men’s Association had before it at its meet- 
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ing held December 17th the matter of providing the city with a municipal 
court. Judge Hubert Utterback of the Des Moines police court ap- 
peared advocating the passage of a measure providing such court. He 
said that a justice of the peace had no place in the government of a city 
like Des Moines, that the police court was not getting the best results, 
and that the municipal court system afforded the only relief. There 
are many financial cases, he said, that must come before a justice of 
the peace, who is not able to give instructions to the jury, and the law- 
yers on both sides harangue the jury, sometimes on law, often on every 
subject but the law. He pointed out that the proposed court would be 
in session continuously and the jurisdiction of the municipal court would 
cover cases involving sums up to a thousand dollars. The association 
went on record as in favor of the proposed court. 

Judge Utterback was followed by H. G. Moore of Kansas City, 
director of the National Association of Credit Men, who spoke on “Credit, 
the Foundation of Business,” and told how the Credit Men’s Association 
of Des Moines should do all it could to urge forward the claims of its 
city, making it as large and important a commercial factor as possible. 


Detroit. 


The annual meeting of the Detroit Association of Credit Men was 
held December 17th and officers for the ensuing year were elected as 
follows: Arthur E. Johnson, of the Pingree Company, was elected pres- 
ident; Edward Bland, of Ireland and Matthews Manufacturing Com- 
pany, vice-president; H. L. Chittenden, of the Peninsular State Bank, 
treasurer. 

There followed a discussion of the topic, “What is the best plan 
in handling cancellation of orders and the return of goods, and how 
can we eliminate these abuses or reduce them to a minimum?” The 
topic brought out a very interesting discussion and many practical ideas 
came from. members. 

John H. Thom, of the Standard Life and Accident Company, then 
delivered an able and interesting address on “The New Workmen’s 
Compensation Law,” declaring that it would benefit both employer and 
employee and bring about closer co-operation between them. 


Lincoln. 


Over thirty members attended the December meeting of the Lincoln 
Association of Credit Men, when Judge A. S. Tibbets made an address on 
“Proposed Uniform Laws Touching Commercial Matters.” As Nebraska 
had already enacted the uniform warehouse receipts and uniform nego- 
tiable instruments acts, Judge Tibbets’ talk referred particularly to the 
desirability of uniform stock transfer and uniform bills of lading laws. 
He said that several states had already adopted these measures and had 
found them very satisfactory. Speaking of the uniform stock transfer 
act, Judge Tibbets said that under it ownership of stock was given on the 
first transfer. At present the paper is endorsed over to the buyer, but 
the new owner is not recognized as such until he has been. given a new 
certificate by the corporation. The plan under the act is to make the 
stock as easily transferable as cash. 

He pointed out that somewhat a similar intent was contained in the 
uniform bills of lading act in which ownership followed the bill of. lad- 
ing. The bill of lading would be transferable and negotiable and rail- 
roads would be compelled to recognize the holder of a bill as the owner 
of the property in transit. 
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Los Angeles. 


At the November meeting of the Los Angeles Association of Credit 
Men, the members were given an apportunity to learn the merits and 
demerits of the proposed new city charter. Lewis R. Works, a member 
of the Board of Freeholders which framed the tentative instrument 
championing the new charter and Gesner Williamson opposing it. Mr. 
Works pointed out that the new charter was built upon the principle 
of the commission form of government, and explained the innovations 
which would follow its adoption, while Mr. Williamson characterized 
the proposed charter as hybrid and suggested a number of possible ways 
in which the administration of the municipal government under the pro- 
visions of the charter might work an injustice to the people of Los 
Angeles. 


Memphis. 


Over two hundred members of the Memphis Association of Credit 
Men greeted Secretary Tregoe of the National Association, its guest, 
at a meeting held December 13th. Mr. Tregoe pointed out in his ad- 
dress that few people realize that the National Association of Credit 
Men, with its 16,300 members, is the largest commercial organization 
in the world today. It should be, he said, the aim of every officer in 
all the local associations to endeavor to consolidate into one unit and 
one force the 16,300 members, insisting that each should sink his in- 
dividuality and forget the limits of locality, for the credit and business 
men of Memphis are as vitally interested in business happenings and 
conditions in New York and Boston as they are in those of Tennessee. 
Teamwork, he said, is important for the development of ideas, and an 
idea born often adds more to the wealth of the country than do crops. 
More and more, he said, our problems have become national problems, 
such, for instance, as reform of our banking and currency laws, in the 
solution of which consideration of mere locality must be put in the back- 
ground. 

Mr. Tregoe also referred to the necessity of working for better 
legislation in every state, for laws protecting the general transaction of 
business. It must be made, he said, harder for the man who sets out to 
get goods by fraud, and every business man’s duty is to defend his city 
against vultures which, by dishonest methods, prey on commercial in- 
terests. 

Mr. Tregoe was followed by the Rev. Dr. C. H. Williamson, who 
spoke on “Efficiency.” Dr. Williamson deprecated that efficiency which 
looks only to results and considers not the means of reaching them. He 
said that too many business men are, to the great peril of the nation, 
looking to the ends of their ambition without considering the means 
thereof. 

. R, R. Montague, vice-president of the Fort Smith Association of 
Credit. Men, was. also a guest and congratulated the citizens of Mem- 
phis, on the progress their city is making in attaining its supremacy in 
jobbing and manufacturing. 

The names of sixteen new members were read by Assistant Secre- 
tary Cleveland and President Salter pointed out that, with its present 
memibership of two hundred and fifty-one, the Memphis Association of 
Credit Men stands at the head of all southern organizations, with the 
exception of New Orleans, and even is ahead of Kansas City and 
Birmingham. 


50 











Milwaukee. 


Notwithstanding the fact that December is a busy month with busi- 
ness men, there was a large attendance at last month’s meeting of the 
Milwaukee association, when Fred R. Salisbury, president of the Na- 
tional Association, was principal guest and spoke on a larger and stronger 
organization. Mr. Salisbury congratulated his hearers on having estab- 
lished a credit exchange bureau and urged that it be brought to per- 
fection as rapidly as possible in order to become an important link in 
the system of interchange among local bureaus in the great northwest 
territory. 

He called upon the members to study closely the rules which had 
been drafted to facilitate the interchange of credit information, pointed 
out that in order to make this work effective rules were necessary, and 
asked that the Milwaukee association lead in maintaining them. 

Mr. Salisbury was followed by Judge Paul D. Carpenter, who spoke 
on laws for penalizing the giving of false statements. He referred to 
the fact that there is now on the statute books of Wisconsin a law penal- 
izing the sort of deception which a false statement implies and urged 
that less laws and better execution of those we have is the remedy for 
many abuses of which we hear general complaint. 

- H, Max Oberndorfer, chairman of the Legislative Committee, then 
outlined plans which had been formulated to introduce measures or 
amendments at the coming session of the Wisconsin legislature relating 
to the filing of chattel mortgages, the sale of stocks of goods in bulk, 
false statements to obtain credit, and the regulating of collection agencies. 
He said that he appreciated the attitude of Judge Carpenter with refer- 
ence to strengthening the law regarding false statements, but that credit 
men’s experience indicated clearly that the law in this particular, in order 
to be protective, must more definitely refer to statements of condition 
that they are now so generally passing from hand to hand and have be- 
come so largely a basis of credit that every reasonable safeguard must 
be thrown about them if commerce is to be sound. 


Nashville. 


The Nashville Association of Credit Men had as-its guest December 
12th Secretary Tregoe of the National Association. In his address Mr. 
Tregoe told of the need of earnest work on the part of credit men in 
bringing about changes in banking and currency laws, touched upon the 
advantages of adjustment bureaus in handling breakdowns in credit, 
then called upon the members to support earnestly the plan to bring about 
a wider exchange of credit information among the credit exchange 
bureaus of the Association. 

Newark. 


At the annual meeting of the Newark Association of Credit Men 
held December 17th, Irving C. Brown, of L. Bamberger & Co., was 
elected president to succeed Curtis R. Burnett, who had served the or- 
ganization as president for two years; Willis R. Brownell, of the Crocker- 
Wheeler Company, was elected vice-president ; Otto L. Herdrich, of Roe 
& Conover, treasurer; and, for the sixth consecutive term, J. Fred. 
Braun was elected secretary. 

Considerable attention was given to the matter of membership, the 
leaders in the association urging that every member help in increasing 
the present strength of the organization from three hundred and thirty- 
six to four hundred and fifty by seeking to secure a larger proportion of 
the manufacturing interests centering about Newark. 
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The chairman of the Fire Insurance Committee told of the progress 
which had been made in securing in the various states fire prevention 
day, the feeling being that every effort should be made by the associa- 
tion to secure a like institution in New Jersey. 

Herbert H. Dyke of the Newark bar talked on the necessity of 
a federal court for Newark, and the newly elected vice-president, Mr. 
Brownell, made an address on “Tact, Individuality, and Impartiality— 
Keynotes of Success.” 

Norfolk. 


At the noon-day meeting of the Norfolk association held Decem- 
ber 8th, R. T. Thorpe, referee i in bankruptcy, spoke on “The Present 
System of Credit Granting.” He said that credit is a necessary 
vehicle of business but it is efficacious only when used in modera- 
tion. Overload the vehicle and there is danger of a breakdown. He 
said that it should not be necessary for wholesalers and retailers to 
add in the figuring of profits such a large margin as they now do 
to cover possible losses and the credit men of the nation should 
give particular attention to the problem involved in this point and 
look steadily for the reduction of the loss percentage. 

Speaking of the bankruptcy law, he said that every bankrupt 
should be forced to surrender his entire assets and if he wants to 
take an immunity bath and come through without owing a cent, he 
should give up everything of value. Under the present liberal home- 
stead and exemption laws, he said, it is possible for a bankrupt in 
Virginia to retain three thousand dollars or more ; instead’ the exemp- 
tion should be abolished or reduced. 

Speaking of the relation between the debtor and the creditor, 
Mr. Thorpe said that the creditor seems to be in a much less enviable 
position than the debtor to-day, that whether this is a change for 
the better or worse, an evidence of civilization and enlightenment, 
was a perplexing question which he could not attempt to answer 
but, while the creditor should be protected in every reasonable way, 
care must always be taken to see that the debtor is not oppressed. 


Oklahoma City. 


Secretary Gordon reports that the weekly meetings of the Oklahoma 
City Association of Credit Men are growing rapidly in favor, as attested 
by the steady increase in attendance. 

At the noonday luncheon of December 12th, Postmaster H. G. East- 
man spoke on the “Parcels Post System,” and told of its advantages and 
disadvantages to credit men. 

At the meeting held January 2nd, H. M. Cottrell, agricultural com- 
missioner of the Chicago, Rock Island and Pacific Railroad, spoke on 
“The Farmer’s Relation to the Credit Man.” 

At still another meeting, President Miller of the association spoke 
on kafir growing, and the financial situation of the farmers in Oklahoma 
at the present time. 

Pittsburgh. ge 

Chairman Darragh of the Legislative Committee of the Pittsburgh 
association acted as chairman at the noonday luncheon held December 
11th, when the discussion of the false statement measure which the 
committee purposes having introduced into the present session of the 
legislature was taken up. Mr. Darragh said that experience shows that 
but a small percentage of business men who exaggerate their resources 
do so with criminal intent, most of them doing so because it is only 
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looked upon as a custom. In other words, they do not look upon 
the giving of a statement over their signature as seriously as sound 
business conditions now demand they should. The false statement law, 
he said, is sought not so much in order to mete out punishment as to 
awaken the business world to the necessity of getting away from loose 
customs with reference to giving statements of condition and to impress 
the fact on business men that in over-estimating their resources they 
are committing a serious offense: 

Mr. Darragh said that in seeking this measure, support was being 
sought with encouraging results from the Pennsylvania wholesale and 
retail jewelers’ association, the wholesale grocers’ association, the Pitts- 
burgh chapter of the American Institute of Banking and other organiza- 
tions through whom it is hoped a proper public sentiment may be 
aroused. 

There was present at the meeting George E. Alter, the represen- 
tative from one of the Pittsburgh districts, who spoke on the legislative 
possibilities of 1913, and particularly of the probable attitude of the 
legislature toward such a measure as the false statement act and other 
legislation which was being sought by credit grantors. 

He complimented the members of the association upon the broad 
and intelligent interest they had taken in all questions relating to the 
general welfare. Particularly, he spoke of the service the association 
had performed in awakening a lively interest in questions which must be 
brought up before the legislature and in marshalling an intelligent and 
well-informed public sentiment to assist in the solution. of grave political 
problems. Mr. Alter said that there would come up in 1913 a work- 
man’s compensation bill, a commission appointed by the governor hav- 
ing prepared a bill for introduction into the coming session; that em- 
ployers may as well prepare for legislation such as this bill stands for, 
since public sentiment will no longer permit those who are accidentally 
injured in doing the world’s work to receive no indemnity. There will 
also be, he said, a demand to strengthen the law relating to the employ- 
ment of women and children, the welfare of the race demanding that 
this question be no longer neglected ; then, again, there will come up the 
question of developing further the direct primary system of the state so 
that not only nominations for county and municipal officers, congress- 
men and members of the legislature shall be made direct, but for all 
state officers, and also an opportunity for the voters to express their 
choice for senators and for the office of chief executive of the United 
States. 


Further, he said, a joint committee appointed by the senate and the 
house has been studying questions involved in the revision of state tax 
and corporation laws. Again will come suggestions for the more efficient 
and economical management of public affairs; again will appear a propo- 
sition to do away with court receiverships in cases of insolvent banks 
and trust companies and for a substitution in the form of a system sim- 
ilar to that employed by national banks for liquidation under the de- 
partment of banks. This, he said, is something the credit men of the 
state can properly help to become a law. 


Mr. Alter then referred to the measure being offered by credit men 
for punishing those issuing false statements of condition for the purpose 
of obtaining credit. He said that he felt that there was much merit in 
this bill, as.also in a similar measure for the punishment of false adver- 
tisements made for the purpose of deceiving the people. 
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At the noon-day meeting of the Pittsburgh association, held 
January 9th, the Association went on record as favoring an amend- 
ment to the election laws of the state to permit the election of 
municipal and county officers on a non-partisan basis as recom- 
mended by Gov. John K. Tener. Chairman Darragh, of the Legis- 
lative Committee offered a resolution which was unanimously passed 
that there be offered to the legislature at the present session the 
uniform false statement bill, the purpose of which is to prevent busi- 
ness men from obtaining credit under false statements in writing. 

Assistant-Secretary Bunce presented six applications for mem- 
bership in the credit exchange bureau and three applications for 
Association membership, after which there was an address on “Stand- 
ards in Business” by A. G. Taylor. 


Portland. 


The November meeting of the Portland Association of Credit Men 
formed the climax of the association’s crusade against fire hazards. It 
was addressed to Robert G. Morrow, judge of the Circuit Court, his talk 
being illustrated by stereopticon views showing local conditions and 
indicating all the improvements which had been made during the last 
few months. Among the slides, there were also some forwarded by 
Secretary Wentworth of the National Fire Protection Association. 

Chairman Underwood of the Fire Insurance Committee pointed out 
that there were many evidences that the Portland association’s crusade 
for better fire conditions had been successful. He said that it is not an 
unusual thing to see at the entrances of some of the larger halls and 
gathering-places of the city, large yellow placards posted indicating that 
the building inspector had given a permit to repair the building, the 
repair usually consisting of a rearrangement of the doors so that they 
would swing outward instead of inward. 


Salt Lake City. 


The Utah Association of Credit Men held its regular monthly lunci- 
eon December 12th, with the largest attendance it had had during the 
year. That which came up for discussion was the legislative program, 
which included a number of bills that had been drawn up for presenta- 
tion to the January legislature. These bills include: 

An amendment to the law in relation to the making of false finan- 
cial statements to replace the present statute on this subject, in order 
that Utah may have a law uniform with that in other states where the 
bill as drawn up by the National Association of Credit Men and the 
American Bankers’ Association has beeri enacted. 

A law relating to the giving of checks without sufficient funds 
to cover same. 

A law relating to the amount due as a preferred claim for wages 
under an assignment or receivership, it being pointed out that, under 
the Utah statutes, laborers have a claim for wages earned up to twelve 
months prior to the time of the assignment, the endeavor being to bring 
about a change in the statutes to conform with the National Bankruptcy 
Act, which makes wages a preferred claim for three months only, and 
then not to apply to a manager of a corporation or a member of a part- 
nership. 

a amendment to the landlord’s lien law giving a landlord a lien 
for three months’ rent only under bankruptcy proceedings, an assign- 
ment, or a receivership, the present law giving a landlord a lien for an 
indefinite period. 
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An amendment to the material man’s lien law which shall give a 
lien on tools and material which are used in the construction of a build- 
ing, though they do not necessarily form a part of the building, this 
amendment being intended to make the law applicable to present methods 
of construction inasmuch as a great quantity of material now used does 
not really form a part of the building, such, for instance, as lumber 
used in concrete forms, etc. 

A law requiring collection agencies to give a bond for the faithful 
performance of their contract. 

Each of these proposed measures was taken up at the meeting aad 
ill given an opportunity to express their opinions upon them. With 
reference to getting them upon the statute books, it was found that 
practically every member of the legislature had acquaintances among 
the members, so that it would seem possible for the latter to get in 
personal touch with all legislators in order to urge these bills forward. 

To advance the measures, the Utah association, it was stated, had 
prepared a circular letter in which each measure was fully described, 
one to be sent to every member of the Utah association and to whole- 
salers, jobbers, and bankers throughout the state not members of the 
association. 

San Francisco. 

A delegation of members of the legislature attended as guests the 
meeting of the San Francisco Credit Men’s Association held December 
17th, when new legislation to be offered by the association, including the 
false statement law and an amendment to the bulk sales law. was dis- 
cussed. After the members had clearly outlined the purposes of the 
proposed legislation, the members of the legislature were called upon 
to express opinions with reference thereto, all of them thanking the asso- 
ciation for the privilege of conferring with the merchants of the city 
so that they might act more intelligently in | furthering business men’s 
legislation. 

Savannah. 


At the meeting of the Savannah Association of Credit Men held 
December roth, there was an exchange of views regarding business 
conditions in the country districts about Savannah, the feeling being that 
business was on a vastly sounder basis today than it was a few months 
ago. On the subject of banking and currency ‘the various members were 
asked their opinion as to the need of reform, and it was agreed that 
elasticity and centralization are essential. 

The report upon the doings of the Savannah Salvage and Adjust- 
ment Company for the past year was presented, showing a record of 
great activity, for since the company was formed last summer it has bid 
upon twenty bankrupt stocks, all of which were either forced up in 
price or else secured by the company and resold at a profit. 


Spokane. 

Nearly one hundred and fifty men were present at the ninth annual 
meeting of the Spokane Credit Men’s Association, held December roth. 
The reports from officers and committee men indicated a year of splendid 
service for the business men of eastern Washington. 

Secretary J. B. Campbell reported that failures in the inland empire 
in I9I2 were 25 per cent. less than in 1911. The Adjustment Bureau 
had been able to do work which thoroughly justified general support, 
having paid to creditors in cases closed during the year 45.26 per 
cent. He said that during the nine years since its organization, there 





































































































































































have been handled 16,405 cases by the Adjustment Bureau and that 
the habit of turning cases requiring adjustment over to the bureau 
was steadily strengthening, simply because creditors had found thai 
nowhere could they get as satisfactory service as through it. 

Particularly successful, Mr. Campbell said, was the warehouse con- 
ducted by the association for the handling of bankrupt stocks which had 
been established by the bureau. During the nine months of its existence, 
sixty-one remnant stocks had been purchased and saved from sacrifice 
sale, which ordinarily would bring in from twelve to fifteen cents on the 
dollar and thus far fifty-nine cents net had been realized for creditors 
on these stocks. 

The report of Percy P. Powell, chairman of the Traffic Committee, 
brought out that Spokane had finally gotten the best freight rates, east 
and west, it had ever enjoyed, and he believed that still more favorable 
rates would be secured when the Supreme Court hands down its decision 
on the long and short haul clause; that in the five months the compromise 
tariffs had been in effect, $58,000 had been saved in freight charges on 
sixteen commodities on which a report was available. 

Addresses were made by Mayor W. J. Hindley, Postmaster W. P. 
Edris, whose subject was “The Parcels Post,” and F. M. Goodwin, who 
spoke on “The Value to the Business Man of Settlements Out of Court.” 

The whole meeting spoke of a thorough-going organization, effi- 
ciently administered in all its parts. 


St. Louis. 


Saunders Norvell, of the Norvell-Shapleigh. Hardware Company, 
delivered an able address before the December meeting of the St, Louis 
association on “The Parcels Post.” He said that he had traveled in 
eleven foreign countries, giving special attention to the workings of 
the parcels post system, and had found in the main that the small mer- 
chant in the smaller communities had become, instead of merchant, a 
shopkeeper; this he believed would become the case here unless the 
large city jobbers and manufacturers awaken to the fact that they must 
assist the country merchant in supplying him with advertising matter 
with which to keep his name before the residents of his section. He 
urged also that the jobbers of St. Louis establish factories and manufac- 
ture their goods in order successfully to compete with the large mail- 
order houses and factories selling direct to the consumer. 

Mr. Norvell was followed by George H. Tansey, who spoke on the 
subject, “Home Rule for St. Louis.” His argument centered around a 
bill offered by the business men’s leagiie which, if passed, would give 
St. Louis a freer rein in governing and developing itself. He asked for 
the endorsement of the association, which was given in a resolution 
offered by Chairman J. C. Hogan of the Legislative Committee. 

H. E. Reed, of the Brown Business College, spoke on “The Most 
Popular Science—Political Economy,” after which the work of the 
Mercantile Agency Service Committee came up for discussion. E. C. 
Earl talked on agency competition, showing that by the advent of a new 
agency in the field, credit men had had placed in their hands one of 
the strongest weapons for the improvement of general agency condi- 
tions. Another speaker on the subject was F. E. Norwine, whose sub- 
ject was, “Quality, Not Quantity, Desired in Mercantile Agency Ser- 
vice.” He drew some interesting comparisons between different re- 
ports, especially calling attention to the fact that no matter how little 
or how much value a report had, how satisfactory or unsatisfactory it 
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might be, the price of all reports was the same. Mr. Norwine closed 
by saying that the only way to overcome carelessness on the part of 
agencies and to bring about better formulated reports is for credit men 
consistently to return those reports which are unsatisfactory. He urged 
that the members of the St. Louis association lead in this particular. 


St. Paul. 


At the regular monthly meeting of the St. Paul Association of 
Credit Men, held December 1oth, J. Westheimer, of Weil-Doble & 
Co., made an address on “Unjust Claims,” in which he urged the 
merchants to refuse to extend the stated period of discounting. 

“Credits and Discredits” was responded to by L. A. Hodgson, 
1 prominent newspaper correspondent of St. Paul. Other speakers 
were the mayor-elect of St. Paul, Benjamin Mosher, Harry K. 
i‘1untoon, of Stillwater, and Judge Smith and E. Stoll, of Winona. 


Tacoma. 


The meeting of the Tacoma Association of Credit Men on December 
1oth was devoted to legislation, there being present as guests one of the 
judges of the superior court and the members of the Pierce County dele- 
gation to the state legislature. In sending out the announcements of 
the meeting, Secretary Benner told the members that if they wanted 
better laws and better administration of existing laws, they must take 
advantage of this meeting and make their wants known; that it was 
unfair for them to stay in their offices while the legislators were plan- 
ning their work and then clamor against them because they did not 
happen to think of the laws which business men need. 

The meeting resolved itself into a conference between the mem- 
bers and legislators, and it was generally felt that both parties were in 
strict sympathy regarding that which it was hoped the legislature would 
accomplish during the coming session. 


Washington. 


The Washington Association of Credit Men has now elected its 
permanent officers in H. H. McKee, president; A. J. May, vice-president, 


_.and Thomas Grant, secretary and treasurer. Besides the regular com- 


mittee on membership, President McKee appointed for this year a spe- 
cial membership committee headed by John Poole, the two committees 
to co-operate to strengthen, right at the very start, the membership of 


the organization. 
Wilmington. 


Norman H. Johnson, editor of the Merchants’ Journal of Commerce, 
spoke before a joint meeting of the Wilmington Association of Credit 
Men and the Retail Merchants’ Association of that city, December 4th. 
President Jacobi of the Wilmington association acted as toastmaster, 
introducing Mr. Johnson as one of the country’s most able workers in 
behalf of merchants. 

Mr. Johnson condemned the lax methods of legislation in North 
Carolina, denounced ring politicians and their corrupt methods, and de- 
clared that they are responsible for the backwardness of North Carolina, 
which, in natural resources, should be one of the leading states. of the 
Union. He said the trouble is that legislators have not the general 
interests of the state and its business at heart, but are working all 
the time along sentimental lines through favoritism among their con- 
stituents, working under the presumption that the constituents do not 
belong to the business class and that their interests are antagonistic to 
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this class. Therefore, said Mr. Johnson, it is necessary for business 
men through organization to study legislation and, through co-operation, 
bring about a better condition. 

The speaker touched upon the true commercial spirit, with par- 
ticular reference to Wilmington, explained how individuality could as- 
sert itself better through organization than otherwise. and told his 
hearers how they should develop their great port’s advantages. 

C. C. Rice spoke on the progress of the local association of credit 
men, telling how it had brought about among the merchants a better 
understanding, and Lewis E. Hall talked on the business methods of the 
National Association of Credit Men, how they transacted their affairs 
at national gatherings to the mutual advantage of merchants through- 
out the entire country. S. R. Keyes, the secretary of both the credit men’s 
and retail organizations, followed, speaking on what both organizations 
were doing, showing how large a saving had been brought about through 
the economic methods they are pursuing. 


Wants 


CREDIT MAN, experienced in bank and mercantile credits and collections, desires 
opening with high class concern. Young man, married. Versatile accountant 
and correspondent. Address C. M. O., care National Association of Credit 
Men, 41 Park Row, New York, N. Y. 

CREDIT MAN AND OFFICE MANAGER, now employed by a New York whole- 
sale house, operating throughout the United States, desires similar position 
with house offering good opportunity to a high grade, up-to-date credit man. 
An experienced accountant and collector, accustomed to large volume of 
accounts. Tactful and resourceful correspondent. Age twenty-nine; highest 
credentials. Address P. R. T., cate National Association of Credit Men, 
41 Park Row, New York, N. Y. 

WANTED—Credit and office man with seventeen years’ experience with one of 
the leading manufacturing concerns. Handled all office details, including 
bankruptcy cases. Dry goods preferred. Best of references. Address R. W. 
te go of National Association of Credit Men, 41 Park Row, New York, 

WANTED—Position by experienced, capable credit and collection manager. Has 
handled successfully a large number of accounts, also competent to handle all 
details of office work. Correspondence solicited with any large house. Middle 
West preferred. Address R., care of National Association of Credit Men, 
41 Park Row, New York, N. Y. 

WANTED—A position with opportunity fully to learn credit business. At present 
employed as manager by a large wholesale notion and knit goods firm. Ten 
years’ experience in this business. Age twenty-nine. Good references. Ad- 
dress V. A. M., care of National Association of Credit Men, 41 Park Row, 
New York, N. Y. 

CREDIT MAN desires connection with southern manufacturer or jobber, 
located preferably in Georgia, Alabama, Tennessee or North Carolina. 
Thoroughly familiar with southern conditions, well equipped by experience for 
handling credits, office and accounting details. Age thirty-two. Unquestioned 
credentials. Now employed as branch office manager in southern territory, 
but desires change offering broader opportunities. Interview solicited. Ad- 
dress Southern Credits, care of National Association of Credit Men, 41 Park 
Row, New York, N. Y. 


WANTED—By a man twenty-eight years of age, who has had twelve years’ suc- 
cessive office and credit experience, two years with country bank, one year 
building and loan association, and for the past nine years, identified as credit 
and office manager in a concern handling men’s furnishings, opportunity to 
make a change in which there are good prospects of advancement. Has a 
wide acquaintance with clothing, hardware, sporting-goods, and general store 
trade through the central and western states. Knows how to make and hold 
customers, is tactful and resourceful in correspondence, and has a good 
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collecting record. Can furnish the best of references. Address C. W. B., 
care of the National Association of Credit Men, 41 Park Row, New York, 
N. Y 


A MAN EXPERIENCED IN ACCOUNTING, CREDITS, AND OFFICE MAN- 
AGEMENT desires change that will open opportunity to prove ability and 
worth. Eleven years with one machinery manufacturing corporation; five 
years, treasurer. Present arrangement does not admit of advancement in 
responsibility or salary. Habits absolutely correct. Address Dean, care of 
National Association of Credit Men, 41 Park Row, New York, N. Y. 

FIRST CLASS CREDIT MANAGER, one who has had five years’ experience with 
the Denver Adjustment Bureau as adjuster, auditor, and expert accountant, 
desires a position in California- with some good house that can afford the 
services of an experienced man who will hold the trade and at the same time 
force collections; also, if necessary, systematize the office work. Address 
F. A. C., care of National Association of Credit Men, 41 Park Row, New 
York, N. Y. 

A CREDIT MAN AND OFFICE MANAGER of seven years’ experience, at pres- 
ent employed, would entertain a proposition for engagement about February 
1st. Can furnish Ar references and bond to any amount. He is fully capable 
of taking complete charge and acting as secretary-treasurer or manager. Is 
also capable of acting as sales-manager. Prefers the middle west. Address S., 
care of National Association of Credit Men, 41 Park Row, New York, N. Y. 


WANTED—Married man; aged 36, in good health and of good address and ap- 
pearance, seeks connection with a wholesale, jobbing, or grocery specialty 
house. Has assisted in the management of eighty to four hundred salesmen 
and managed the credit and collection of eighteen thousand accounts in 
thirty-four states. Possessed of detail, executive, and initiative ability out 
of the ordinary. Would make a good right hand for a busy head; service 
can be had at a nominal salary on six months’ trial. Address “Deliver the 


Goods,” care of National Association of Credit Men, 41 Park Row, New 
York, N. Y. 


WANTED—Position as assistant credit man or investigator. Prefer New York. 
Salary subject to negotiations. Address P. N. J., care National Association of 
Credit Men, 41 Park Row, New York, N. Y 

CREDIT AND OFFICE MANAGER—An expert accountant, systematizer and 
organizer with broad experience; able executive; efficient correspondent; ener- 
getic; resourceful, sober and of sound judgment. Age 30, married, and a 
Christian. Capable of earning $5,000 per annum but will accept considerably 
less provided there are great possibilities attached. A change is desired for 
the best of reasons. Is not averse to leaving New York City and will con- 
sider any reasonable offer. Credentials A-1. Address C. T. H., care National 
Association of Credit Men, 41 Park Row, New York, N. Y. 

WANTED—Position by a man for many years employed by a large New York dry- 
goods house where he made a specialty of collections with peculiar success. Is 
seeking new position because the corporation by which he has been employed 
is passing into other hands. While equipped to do general office work, would 
prefer position where he can make use of ability as a collector. Best of refer- 


ences, Address L. T. P., care of National Association of Credit Men, 41 Park 
Row, New York, N. Y. 





DIRECTORY OF STANDING AND SPECIAL 
COMMITTEES, 1912-13 <= 


Apjustmznt Burgav. A. H. Decatur,. Decatur & Hopkins Co., Bos- 
$.. 3. Lbitock, Chairman, Belding B & . M 
» ill. ae G. w White, National Metropolitan Bank, 
J. A. Mom Merchant & Evans Co., Phila- Washington, D. C. 
ei. it ‘The Geo. Tritch Hardware Co., Banxnurrcr Law. 
iver, H. Ne Chairman, Landesman, Hirsch- 
E. a Anderson, Western Dry Goods Co., wg ye Oe Cleveland, O. ? 
U. S. Stewart, El Paso, Texas. Sunige Floyd, Greer & Laing, Wheeling, W. 


D. G, Endy, Chairman, Artman‘freichler Co., | A- H. Dobson, Chas. Millar & Sons Co., Utica, 
Philad Pa. . ¥. 

Chas. D. om f Colburn Co., Philadelphia, | J. “spol Stilz, A. Kiefer Drug Co., Indian- 

O. J. Senda American Notional Bonk, Rich- W. Cross, F. A. Patrick & Co., Duluth, 

1 a. Minn. ‘ 
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Bustwzss Lirzratuaz. 
A. SG Garventer. Chairman, Gulf Bag Co., New 
G. W. Whi Ni 
Washt te, ee Metropolitan Bank, 
Paul P. ae The Whitehead & Hoag Co., 
J. D. ieee Baker & Holmes Co., Jackson- 
Wm. E. Pitts, Wolff & Pitts Shoe Co., 


M ery 
I. Be, Union Stove Works Co., Selma, 


CoMMERCIAL ARBITRATION. 


S. White, Gaairmen American Steel & 
Wire Co. 


I 
Reyacida Ge Cremsont Cigar & Tobacco Co., 
New Orleans, 


La. 
Daniel B. Murphy, , Burks, FitzSimons, Hone & 
O. H. saperty, Columbus Buggy Co., Columbus, 
Thos. P. Robbins, Cleveland Hardware Co., 
Cleveland, O. 
F. L. Shull, Portland Flouring Mills, Port- 


lan 
Frederick W. Standart, Denver, Colo. 
bo by A S angler, Seattle National Bank, Seat 


eC, 

A. tna Farran illiams 

a. Detroit, M o lege e 
Yould iden, Davidson Grocery Co., Butte, 


W. A. . Hopole, John Shillito, Co., Cincinnati, 


RG Mabedy, 1 Iowa Drug Co., Des Moines, Ia. 
om, Jones & Dillingham Co., 


“ psi mM, Jacobi Hardware Co., Wil- 
Bank of Commerce & Trust Co., 
Tenn. 
Commerctat Erurtcs. 
Chas. Bi Chairman, New York, N. 
Fra ni Me Gettrs, Union National Beni, Louis- 
ville 
e hershg, Simmons Hdw. Co., St. Louis, 
J. L. McWhorter, McWhorter, Hutton and Co., 
_ Rose. Tenn. 


Higgins, Kelley-How-Th Co., 
Duluth, = ee eee ~ 


Crepitt Co-opERATION. 


H. 41 Docners, Chairman, F Parlin & Orendorff 


A. A, Mayne, ‘aie bites Co., St. Louis, 


J. S. Stewart, Devoe & Raynolds Co., Kansas 


ty, oO. 
K. T. Green, Robison Heavy Hdw. Co., St. 


Ft. "Stirdevs 


turdevant, Linin Implement Co., 
Omaha, Neb. es 7 


Crepitr DeParTMENT Forms. 
E. G. ‘so eihy. Chairman, Blumauer-Frank Drug 
‘0 


rtland, Ore. 
J. Weer West Coast Grocery Co., Tacoma, 
W. } Henderson, Closset & Devers, Portland, 
re. 


R. 


emp 


Creptt DerparTMENT METHODS. 
J. M. ilovien, Chairman, Tufts & Osborne, 


exa: 
Max Cohn, Zellerbach Paper Co., San Fran- 
Wellborn’ Patteson, Bradstreet Co., Fort 
Texas. 
Williamson-Halsell-Frasier Co., 
City, O 


Allensworth, Allensworth-Carnahan 
» San Antonio, Texas. 


outils EpvucaTIion AND MANAGEMENT. 
F, Jn, Smith Ganicmee, George Irish Paper 
Ss. ee ‘Rogers, ries Dry Goods Co., 


W. Ho ieubet” Notional Enameling & Sta 
1 ai 
0., Baltimore, Md. on _— 


ing C 


~ A. Porter, Tyl 
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H. B. Bgenl, PAisneur-Deber Mercantile Co.., 
Gach, Geo. Worthington Co., Cleve- 
W. C. ‘Kennedy, Baker Iron Works, Los An- 
“skinner, Third National Bank, Spring- 
E. E. “Wileon Cedar Rapids Commission Co., 
Cedar Rapids, 
Louis ne a Candy Co., Grand 
Charles. Knorr Wichita Wholesale Grocery Co., 
c. 1, Whichara Wichard Bros. Co., Norfolk, 


Feperat Incorroration Law. 
Lee pais ——.,. 2, Gr is Chairman, eases. & 
n ich 
Ww. ve ‘Smith os, Dakota Harness Co., 
w. a C. M. McClung & Co., Knox. 
Smith F Hen 
in 


Jno. 


, Vermont Hardware Co., Burl- 


on, t. 
~ Porter, John T. Porter Co., Scran- 
ton, Pa. 


Frre Insurance. 
E. x, Batigsd, Chairman. The Bullard Machine 
> Bridgeport Conn 
wr rown, Shane Bros. & Wilson Co., 
i? a; Pa. 
Sawyer, F. Mayer Boot & Shee Co., 
‘iiteae ee, Wis. 
ae W. diayes, ‘Benedict & Benedict, New 
ork. 
Ring. Wi -. 2. Moore Dry Goods Co., 


Mem h: ~ eh. 
aimed, Failing-McCalman Co., 
Portlonk Ore. 


Foretcn CRrepits. 
E. M. Dill, Chairman, Berry Brothers, Ltd. 


Detroit, Mich. 
Ww. F E ‘Kosleck, Guaranty Trust Co., New 
Louis S. Geldetele Louis Goldstein & Sons, 


a 
H. Merrick, Kempe & Co., Chicago, Iil. 
A. & apt Studebaker Corporation, South 


5. H Rey, Sweet-Orr & Co., Newburgh, N. Y. 


INVESTIGATION AND PROSECUTION. 
Ww. ut. Ye Chairman, W. M. Pattison 


supply Ce ” eveland, ‘O. 
so del, Americen Stove Co., Cleve- 
C. A. Loring, Diiejesaie Woolen Mfg. Co., 
Misha Ind 
F. Pittsburgh Gauge & Supply 


ony Saale 
F. i ariaon, taver Carriage Co., Chicago, 


>. 


Lecistative CoMMITTEE. 
E. Smith, Gsicoun, Columbus Mdse. Co., 


Columbus, S ae Co., Als. 

, Wolff & Seite Shoe Co., 

tag ¢, Eads Bros. Furn. Co., Ft. 

Max tare Se Mayer Commission Co., Lit- 
» Simon Levy Co., San Diego, 


Leon Gen Feantiws, Cal. 
akc Chas. D. Grifith Shoe Co., Den. 


F beribner, Franklin Press Co., Paste, 
W. D. Morgan, tna National Bank, Hartford, 
Ss. K Smith, Harlan & Hollingsworth Corp., 
A. J. May, . May Hdw. Co,, Washington, 
J. D, Baker, Baker & Holmes Co., Jacksonville, 


W. E. Pitts, 











Jacob Gazan, Attorney, Sa’ 
Ralph Rosenba Thente Wan Gecoaeces 
"Atienta, Ga. <> 


Chas. F. Adams, Idaho Candy Co., Idaho. 
J, gy Mtlock, ock, Belding Bo 8 & Co., jcago, 


Cc E Ward, Decatur, 
L. O, ane ton, * Hamiiton, Harris Co., In- 


polis, 
John M TCallender, Tone Bros., Des Moines, 
H. I ‘Zeach, Morton L. Marks Co., Davenport, 


ones, Cedar Rapids, Io 
John f a ng —— oon Gro. Co., 


a we al First National Bank, Lexington, 
J. H. ~ Beales, Belknap Hdw. & Mfg. Co., Louis- 
W. ee oo Armour Packing Co., New Or- 


ns, 
E. as Adams D. G. Co., Bangor, Me. 
W. i chsenfeld, Red C Oil Co., Baltimore, 


nase Morgan, 1020 Tremont Bldg., Boston, 


L. Be Herrick, wo Sporting Goods Co., 
Springfield, 

Sichors, a ‘Prendergast, G Snel Rapids, Mich. 

Ralph Wilkinson, A , Detroit Mich. 

Norman re, Lindeke, \ arner & ms, St. 


w. B. “Gross, F. A. Patrick & Co., Duluth, 


Min 
Rt Hopkins, Tenney, Semple, Hill & Co., 
Minneapolis, M. 
R. E. Kennington, The Kennington Stores, 
Jackson, Miss. 
3. Binswanger, S Simon Binswanger & Bros., 
a 
+. Carleton D. G. Co., St. Louis, 


5 eee The Butler Mfg. Co., Kansas 


Alex. R. Y R Currie, Butte, hom, 
Chee, T. Page, Page B elting Co., Concord, 
N. Southerland, Christian Feigenspan, Inc., 


Geo. x" Ford, Lewis P. Ross, Rochester, i. ¥. 
W. I. Taber Ciiseas Trust Co. 
LB Wright AB Watthe eGo a ial 


N. 
oO. S. Boteler, Wellington, Sears & Co., New 
oO * * 
. our, Trust & Deposit Co., Syra- 
cuse, 


. A. London, Amer. Credit Indemni a 
Charlotte, N.C Poet ae = 
Lacey 


. Hunt, McNair & Pearsall, Wilming- 
ton, N. C. 


R. A. eee Grand Forks Merc. Co., Grand 


Ww. a Smith, Fargo, N 
& B. Cranston, Cc eae ‘Ohio. 
F. pawert, The Erner Elec. Co., Cleve- 
Waa 


Max Sorter, Feder, Silberberg Co., Cin- 
sine ; 
. Cole, R. H. Lane Co., Toledo, Ohio. 
. Barr, The Leavitt & Milroy Co., 
town, Ohio. 
aon Miller, Mitscher Co., Okla- 


City, 
. C Waster, Blake, McFall Co., Portland, 
J. W.. Daniels, Atlantic Refining Co., Phila- 
delphia, Pa. 
A. . h, Haworth & Dewhurst, Pitts- 
wu hetres, C. P. Mathews & Son, 
Scranton, Pa. 
iJ J. Dean, New Castle, P. 
R. Slade, Westcott, Slade & Balcom Co., 
Providence, R. I. 
“ea am Putsot Leen & Bath. 
Bank, Columbia, S. C. 
J. A. Sloan, Sloan Coffee & Spice Co., Chatta- 
nooga, ‘Tenn. 


|, Youn 
0.! 
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Wm. R. Meere D. G. Co., 


— Bros., Lindauer & 
Gu “Brice, Daniel Briscoe & Co., Knoxville, 
J. 13 “Simmons, Boren, Stewart Co., Dallas, 
io, = et lh a McClelland & Co., 


ak Stevens EP Paso, Texas. 
A. H. Half, Half & & Son, San Antonio, 


Gon borer Ft. Worth, T 
— Symns Gro. Co., Salt I Lake City, 


Geo. bra “Bessett _—_ & Richardson Co., 
Burlin: 


ae © aa = te Shoe Co., Lynchburg, 
P. Morgan Fe tea, Fussell Ice Cream Co., 
Leon Wallerstein, Strauss Bros. Co., Inc., 
Lero i Nat. Grocery Co., Seattle, 
* Wash. 


R. O. McClintock, Sogkens Wash. 

E. R. Rogers, Rogers Co , Tacoma, W: 

E. M. —). Elec. Supply ow “Charles: 
ton, 


Ww. p- wt “Nat. Bank of W. Va., Wheel- 


H. Max Oberndorfer, T Dovid Adler & Sons Clo. 
» Milwaukee, W: 
Ira & a First "National Bank, Ther- 
mopolis, Wyo. 


MEMBERSHIP. 


H. W. Porter. Chsicmen, Merchants National 
’ . . inn. 

T. H. Sees, G Green- De Laittre Co., Minne- 

H. xs Stdgwick, Marshall-Wells Hdwe. Co., 


Min: 
Max. uth Minn David (ier & Sons Cloth- 
ing Co., _—e ee, 
R. A. Durkee, R. A barkes Co., St. Paul, 
Minn. 
MeErcanTILE AGENCY SERVICE. 


E. D. Flannery, Chairman, A. Steinhardt & 
Bro., New York, N 
Theo. “Hetsler Fifth waedee Bank, New 


Chas. = ROL, Murphy Varnish Co., Newark, 
Hugh R ones, Pe Hurd & Fitzgerald Shoe 
E. B. s. Howell, Ww. S: -Peck & Co., Syracuse, 


MUNICIPAL CrepitTs. 


L. S. Foulkes, Chaknee, Rechester Stamping 
Co., Rochester, N 
George G. Ford, L. P. Ross Co., Rochester, 


Wm. G. Woodworth Bausch & Lomb Optical 
Gien rge A a Ricker, Walworth Mfg. Co., Boston, 


<i Loge. Western Electric Co., New York, 


Untrorm Exemption Laws. 
M. C. Kellogg; Chairman, Kellogg & Ce., Rich- 
mond, Ky. 
Untrormity 1n Strats Laws. 


J. Heward Edwards, Chairman, The Edwards 
Co. Xoungstown, oO. 


wee henson, Hutchinson- Stephenson Hat 
wo rleston, W. Va. 
G. ’ Noth, Davenport Bag & Paper Co., 


Fiwcaneck: Towa. 
Fa ae Faucette, Faucette Co., Bristol, Va.- 


Oscar S. Kulman, Savannah Woodenware Co., 


E. G. E Henkle & ce Hardware Co., 
Lincoln, ‘Ne b. Jer 























































Directory of Officers of the Affiliated Branches 
of the National Association of Credit Men. 


ATLANTA, GA.—Atlanta Association of 
Credit Men. President, H. E. Choate, t 
K. Orr Shoe Co.; Secretary, E. 
Rhoades, Ernest L. Rhoades & Co.; Act- 
ing Secretary, H. T. Moore, Atlanta As- 
sociation of Credit Men. 

BALTIMORE, MD.-—The Credit Men’s Asso- 
ciation of Baltimore. President, S. G. 
Rosson, Mercantile Security Co.; ; Sec- 
retary, S. D. Buck, 100 Hopkins Pl. 

BIRMINGHAM, ALA.—Birmingham Credit 
Men’s Association. President, H. W. 
Coffin, Moore-Handley Hdw. Co.; Assistant 
Secretary, Bide Eggleston, Chamber of 
Comm 

BOISE, IDAHO. —The Boise Association of 
Credit Men, Ltd. President, J. G. H. 

Graveley, Capital Brokerage and Comm. 

i “> J. A. Dirks, 305-306 
da 

BOSTON, Mss. —Boston Credit Men’s As- 
sociation. Ptesident, George C. Morton, 
= enter-Morton Co.; ; Secretary, Herbert 

hiting, 77 Sumner St. 

BRISTOL. (VA.-TENN.).—Bristol Associa- 
tion of Credit Men. President, J. D. 
Faucette, The Faucette Co.; Secretary, G. 
C. Kesner, Gibson-Helms Co. 

BUFFALO, N. Y.—Buffalo Association of 
Credit "Men. President, Fred J. Smith, 
George Irish - Corporation; owt 
tery, ie Grandison, 904-6 D. S. 

g. 

BURLINGTON: VT.—Burlin: “ Association 
of Credit Men. Preside Smi * 
Henry, Vermont Hdwe. Co; - decd H. 
S. Howard, Howard’s Insurance Agency. 


BUTTE, MONT.—Butte Association -of Credit 
Men. President, C. E. Youlden, 5 ay 
son Gro. Co.; Secretary. Lee Cohn, L. S. 
Cohn Co.; Assistant Secretary, C. E. Al 
sop, Ind. Tel. Bldg. 

CEDAR RAPIDS, IA. ~ Cobar Rapids Associa- 
tion of Credit Men. Presi ent, E. E. 
Wilcox; Cedar Rapids Commission Co. 
Secretary. Thos. B. Powell, 702-704 Se. 

Savings Bank Bidg. 

ee S. C.—Charleston Associa- 

- Creat Men. Fran H. 
0.; 


CHARLESTON. W. VA. sn Oe Associa- 
tion of Credit Men. President, L. C. 
Stephenson, Hutchinson- Stephenson Hat 
Co.; _ CeReneys Okey Johnson, Abney- 


Barnes Co. 

CHARLOTTE, N. C.—Charlotte Association 
of Credit Men. President, W. R. Fore- 
a sane Shoe Co.; Secretary, cC & 

rei 

CHATT NOOGA. TENN. —Chattanooga As 
sociation of Credit Men. President, . 
en, Betterton-England Shoe Co.: 
Secretary, O. L. Bunn, 815 Broad St. | 

CHICAGO, ILL. —Chicago Association of 
Credit Men. President, Henry W. Hardy. 
ee: seers & Libby; Secretary, D. E 
Hum ey: 2 0 So. LaSalle St. 

CINGINNAT O.—The Cincinnati Association 

redit Men. President, Samuel Mayer. 
— Faller’s Sons & Co.; Secretary, I. 
. Freiberg, 904-5 Commercial Tribune 


CLEVEEAND, O.—Cleveland Association of 
Credit Men. Presiaent, Warren G. Clarke. 
The Cohn-Goodman Co.; , tary, H. J. 
Bruehler, 505 Chamber of Commerce Bldg. 

COLUMBIA, S. C.—Columbia Association of 
Credit Men. President, Julius H. Weil, 
— H. Weil & Co.; ecretary, C. J. 

imball, 9 Hook Bldg. 

COLUMBUS, O.—Columbus Credit Men’s As- 
sociation. seen . B. White, White- 
Haines Opt. retary, Benson G. 
Watson. ae “rhe New First National 
Bank Bidg. 


Secretary, 


B. Vo 
| DETROIT, MICH.— 


| DULUT 
Cc 


| EL PASO, TEX.—El 


| FARGO, N 


| GREEN BAY.— 





Me 


DALLAS, TEX.—Dallas Association of Credit 
Men. President, J. Davis, Greiner- 
nay Dru oh ; Secretary, Edw. B. 
Williams, | B. Williams & Co. 

DAVENPORT IA. —Davenport Association ae 
Credit Men. President, George W. Not 
Davenport Bae and Paper Co.; eouee 
Isaac Petersberger, 222 Lane Bld 

DECATUR, ILL.—Decatur-S ring6eld Asso- 
ciation of Credit Men. resident, A. J. 
Pew, National Grocer Co.; Secreta 

A. Stecher, C. E. Ward; Decatur, iil. 

DENVER, COLO.—The Denver Credit Men’s 
Association. President, John T. Brady, 
Denver Gas & Electric Co., J. L. Me- 
Carthy, Daniels & Fishers Stores Co.; 
ponstant rere E. A. Howell, 407-8 


DES OeTOINES, IA.—Des Moines Credit 
en’s Association. President, J. F. 
Mahedy, Iowa Drug Co.- Secretary, G. 
orhees, Langan Bros. 
etroit Credit Men’s As- 
sociation. President, Arthur L. Johnson, 
The Pingree Company; Secretary, W. S. 
Campbell, 500 Moffat Bldg. 
E MINN.—Duluth Association of 
redit| Men. (Duluth-Superior.) _Presi- 
dent, R. W. Higgins, Kelley-How-Thom- 
son Co.; Secretary, N. S. Marshall, 621 


Manhattan Bidg. 
Paso Association of 
Credit Men. President, Krakauer, 
Krakauer, Zork & Moye; ecretary, Ss. W. 
Daniels, * City Nat. Bank Bldg. 
D.—Fargo Qgneaietpn of Credit 
Men. President, J. McHose, McHose 
& Pardoe; eer H. mis, N. 
S. Mutual Savings and Loan Ass’n. 
FORT SMITH, ARK.—Fort Smith Associa- 
tion of Credit Men. President, 
Dyke, Dyke Bros.; Secretary, 
Kimpel, 606 Merchants National Bank 


Bldg. 

FORT WORTH TEX.—Fort Worth Associa- 
tion of Credit Men. President, Wellborn 
Patteson, Bradstreet Co.; Secretary, H. C. 
Burke, jr., Henry C. Burke & Sons. 


GRAND FORKS, N. D.—Grand Forks Asso- 
ciation of Credit Men. President, Louis 
Rohde, Congress Candy Co.; Secretary, 
A. Sansburn, Golden Grain Biscuit Co. 

GRAND RAPIDS, MICH.—Grand Rapids 
Credit Men’s Association. President, 
Clifford H. Walker, re & Walker Cas. 
ket Co.; oo a’ . Tyson, Powers- 

0. 


Tyson Printin 

holesale Credit Men’s As- 
sociation of Green Bay. President H. G. 
Stolz, Morley-Murphy Hdw. Co.; Secre- 
tary, L. D. Jaseph, Cady Strehtow & 


Jaseph. 

HOUSTON, TEX.—Houston Association of 
Credit "Men. President, J. B. Adoue, 
gccge mes Eee fn in Secretary, M. 

umacher Grocery Co. 

IN DIANAPOLIS, IND. —Indlabapalis 

=e of Credit — 
Ke ures, cont 


Asso- 
are Henry 
es, z me ; Sere: 
ichael Co 
JACKSON VIELE, LA. RS wa I Credit 
Men’s Association. President, R. V. Cov- 
ington, ohn, Cov Co. i, Secretary, J. W. 
john, Covington Company 
KANSAYS .—Kansas City Associa- 
tion x ry, Men. President, C. E 
randel, Western Electric Co.; Secretary, 
Marvin Orear, 1217 Union Ave. 
KNOXVILLE, TENN. —Knoxville Association 
of of ‘Credit Men. Eovaitent, W. M. Bon- 
Cc. M. Fy ons & ‘ hes ; Seeretary, 
- T. McTeer 
L INGTON, —Lexington Credit. Mees 
Association. Presi Ss. _B. paar, 
Lexington Dry Goods Co.; Secretary, 
» McClelland Bldg. 








LINCOLN, NEB.—Lincoln Credit Men’s Asso- 
ciation. ene E. E. Barber, H. = 
Barber & Sons; Secretary, H. T. Folsom 
Union Coal Co. 

LOS ANGELES, CAL.—Los Angeles Credit 
Men’s Association. President, Newman 
Essick, areemnaneses Nat’l Bank; Seaeery. 
W. C. Mushet, 512 Union League B ldg. 

LOUISVILLE KY.—Louisville Credit Men’s 


ssociation. President, Clarence Braden, 
Federal Chapionl Co.; aeranat ys Chas. 
re erald . Trust Co. Bldg. 
LYNCH URG, V chburg Credit Men’s 
Association. Von ent, Edward F. Shef- 


fey, Craddock-Terry Co. ; ; Secretary, J. M. 
Funkhouser, Smith-Briscoe Shoe Co. 
MEMPHIS, TENN.—The Memphis Associa- 
tion of Credit Men. President, T. M. 
Salter, Central State Bank & Trust Co.; 
Secretary, C. R. Arnoult, Jr., Best & Rus- 
sell Cigar Co.; Ass’t Secretary, a H. 
Cleveland, Business Men’s Club 5 
MILWAUKEE, WIS. The Milwaukes “Asso- 
ciation of Credit Men. President, John 
L. Klingler, Ellsworth and Thayer fg. 
Co.; Pascoe ry, H. M. Battin, 610 Ger- 


MINMERPOLES, MINN.—Minneapolis Asso- 
ciation of Credit Men. President, R. W. 
ong Deere-Webber Co.; Secretary, 
M. Bad r, T. W. Stevenson Co. 

MONTGOMER ALAM ontgomery Asso- 
ciation of Credit Men. President, S. J. 
Winter, Winter-Loeb Grocery Co.; Secre- 
tary, Charles D. Tal Iman, Commercial 
Fertilizer Co.; Asst. Secretary, 


Holloway, Bell Bldg. 
N ae TENN.—Nashville Coe 
Men President, H. x, a 


Association. 
Gray. & Dudley Hdwe. Co.; Sec: 

Chas. “et 804 Stahlman Bids. 
NEWARK J.—Newark Association of 

Credit Men. President, Irving C. Brown, 

N. Bamberger & Co.; Secretary, J. Fred 

. Hockenjos Co. 
NEW. "CASTLE, PA—New Castle Association 

Credit Men. President, W. F peeody 
> Moody & Son; Secretary, Roy M 
amison A Greer Block. 

ORLEAN S, LA.—New ‘Orleans a 
Men’s prone Mh President, A. C. 
Bartel Gulf Bag Co.; Secretary, 7 7. 

— Williams, Richardson ‘& 0., 


NEW TorK, N. Y.—The New York Credit 
Men’s Association. President, George H. 
yam, H. A. Caesar & Co.; Secretary, 

Dae 320 Broadway. 

NORFOLK. VA.—Norfolk Association of 
Credit Men. President, H. G. Barbee, 
a Woodson, Barbee Co.; ; Secretary, 

Whmesd, Whichard Brothers Co., 

294 vam hill St. 

OKLAHOMA “CITY, OKLA.—Oklahoma City 
Credit Men’s Association. President, Fred 
B. Miller, Acme ng Co.; etary, 

K. P. Gordon, oP Me Bldg. 

OMAHA, NES. —The Omaha Association of 


NE 


en. President, W. F. Norman, 
ee nt & Co.; Secretary, E. G. 

on Credit Clearing House. 
PHILADELPHIA, PA.—Philadelphia Asso- 
ciation of Credit Men. President, Chas. 
D. Joyce, The A. Colburn Co.; Secre- 
tary, J. As. McKee, Jr., Room 801, 1011 


Chestnu 
PITTSBURGH PA.—Pittsburgh se, nO 
of Credit Men. ig ancora Enoch Ra 
Rauh Bros. & Co.; Secreta BS ellie 
Renshaw Bidg.; Assistant ‘Taawtatien, A 
C. Bunce, Renshaw Bldg., and Roy D. 
rae & Pittsb eee Sr Garepicks Telegraph. 
PORTLAN 5 premee of 
Credit ane K. Knapp, W 
Co.; Secretary, Cc. 


P. Fuller & R. Miller, 
Portland Gas & Coke Co. : 
PROVIDENCE, R._ I.—Providence Associa- 
tion of Credit Men. President, W. B. 
Ayer, Belcher & Loomis Hardware Co.; 
Spenotery I Orr, Clason Archi- 


tectural orks, 
PUEBLO, COLO.—Pueblo Association 


Reade B. 


of 


———— TT 
———_—_———— 








Credit Men. 


President B. Metcalf, 
The Ridenour-Baker Mem Co.; Secre- 
tary, Reinig, Pueblo Wholesale 
Drug Co. 


RICHMOND, VA.—Richmond Credit Men’s 
Association. President, John S. Harwood, 
Harwood Bros.; Secre » Jo. Lane Stern, 
905 Travelers Insurance fldg. 

ROCHESTER, N. Y.—The Rochester Credit 
Men’s Association. President, J. W. 
Fulreader, Jeous Cunningham Son & Co.; ; 


Secretary, Edward Weter, Yawman & 
Erbe Mfg. Co. 

ST. JOSEPH, MO.—St. Joseph Credit Men’s 
ssociation. President, T. Green, 


Robison Heavy Hdwe. 


Co.; Secretary, 
ony La Croix, 


Mueller-Keller Candy 


ST. LOUIS, MO.—The St. Louis Association 
of Credit Men. President, . B. Mun- 
roe, Siaieans. Hdwe. Co.; ; Secretary, 
C. P. Welsh, 303 Security Bldg. 

ST. PAUL, MINN.—St. Paul Aaniation of 
Credit Men. President, Z. H. Thomas, 
corte Bros.; Secretary, H. W. Par- 


Secchaate. Nat’l Bank. 

SALT “LAKE C UTAH.—The Utah As- 
sociation of TE it Men. President, Ar- 
thur Parsons, M. L; Secretary, 

Doran, Symms Utah Grocer was : 
Asst. nny, Walter Wright, P. 


Box 886 

SAN ANTONIO, TEX.—San Antonio Asso- 
ciation of Credit Men. President, D. J 
Strays, L. Frank Saddlery Co.; Secretary, 
George T. Allensworth, ” alleunweetit- Car- 
nahan Co.; Asst. Secretary, Henry A. 
Hirshberg, Chamber of Commerce. 

SAN DLEGO, CAL.—The Credit Assaciation 
of San Diego. President, E. Y. Barnes, 
Doyle-Barnes Co.; Secretary, G. F. Hoff, 
403-4 Union Bldg. ; 

SAN FRANCISCO, CAL.—San Francisco 
Credit Men’s_ Association. President, 

— Goes. Zellerbach Paper Co.; Secre- 
m Armer, 499 Monadnock Bldg. 

SAVANNAEL GA.—Savannah Credit Men 

Association. President, Marvin O'Neal, 
S. Meinhard & Bro.; Secretary, W. R. 
Fine an, 219 38th St., E 

SCRANTON, A.—Scranton Association of 
Credit Men. President, M. M. Bennett, 
The aaa Commons: Secretary, Burton 
L. Harris, 31 Lackawanna Ave. 

SEATTLE, WASH.—Seattle Merchants and 
Credit Men’s Association. President, E. 
G. Anderson, Western Dry Goods ‘Co.; 
Secreta S. T. Hills, Polson Bldg. 

SELMA, A A.—Selma Association of Credit 
Men. President, Morris Meyer, Benish 
& Meyer; Secretary, Geo. F. Treadwell, 
Atkins Gro. & Com. Co. 

SPOKANE, WASH.—Spokane Merchants’ As- 
sociation. eee R. C. Dillingham 
aoe & Dillingham Co.; ; Secretary, J. B. 

bell 1124 sold a Bank Bldg. 

SPRING MELD, S.—Springfield _Asso- 
ciation of Cred so resident, A. W. 

ilbert, fF Chapman Valve Mfe. Co.; Secre- 
toon errick, Victor Sporting Goods 


SYRACUSE, N. Y.—Syracuse Association of 
Credit Men. President, Evans S. Kellogg. 


ane City Bank; Asst. Secretary, 

aulding, Griffin Bldg. 

TAS MA, ASH.—Tacoma Association of 
Credit Men. President, Geo. Burke, 


Bankers Trust Co.; Secretary, J. D. Ben- 
ort 802-4 Tacoma Bldg. 

LEDO, O.—Toledo. Association of Credit 
Oe President, Daniel Segur, Standart- 
Simmons Hdwe. Secretary, Lewis B. 
Hall, 1226 Nicholas’ ’Bidg. 
ICA, N. Y.—Utica Association of Credit 

en. President, A. H. Dobson, Charles 
Miler & Son Co. ; Secretary, Fred W. 

Wienke, care Charles Millar & Son Co. 

wale. ‘ON C.—Washington_Associa- 

tion 0 Credit Men. Prssicant. Henry H. 
hekoe, National Capital Secretary 
Thomas Grant, Chamber of Commerce. 























































































































































































































































































































































































































WHEELING, VA.—Wheeli Aceetiation 
of Credit Men. eet, D. Max- 
well, Hicks and Hoge Co.; ; Secre- 
tary, = Scheilnece, Noe Exchange 


ank 
WICHITA, in. —Wichita Credit Men’s As- 
sociation. President, Charles Knorr, 
enna Whouesa:e Grocery Co.; Secre- 
tary, Z. S. Gwaltney, United Electric Co. 


WHAINGT OF, N. C.—Wilmington Associa- 
Credit Men. President, M. 
acobi Hdw. Co.; Secre- 
eyes, Bureau of ’ Credits. 
oungstown Association 
of Credit. Men. President, J. Howard Ed- 
a The Edwards Co.; Secretary, W. 
McKain, 1106-7 Mahoning National 
Sank Bldg. 


vouniariee. 0.— 


Directory of Adjustment Bureaus. 


Bureaus for the adjustment of insolvent estates are operated in the following 


" ot under the authority and su on of their local 
— * ty pervisi 


branches of the 
aie on Adjustment 
Louisvitte, Ky.—Chas. Fitzgerald, 
Mgr., United States Trust Co. 


Bui 

ATLANTA, ——-H. A. Ferris, Mgr., 
Rhodes Building. 

Battimore, Md.—S. D. Buck, Mgr., 


100 Hopkins Place. 
Dirks, Mgr., 


Botsz, Idaho—D. J. A. 
305-306 Idaho Building. 

BurraLo, N. Y.—Wilbur B. -Grandison, 
Mgr., 904-6 D. S. Morgan Build- 
ing. 

Butte, Mont.—C. E. Alsop, Mgr., In- 
dependent Telephone Building. 

Cepar Rapiws, Iowa—Thomas B. Pow- 
ell, Mgr., 702-4 Security Savings 
Bank Building. 

Cuatranooca, Tenn.—O. P. Darwin, 
Mgr., Hamilton Nat. Bank Bldg. 
Cuicaco, Ill—M. C. Rasmussen, Mgr., 

10 So. La Salle Street. 

Cincinnati, Ohio—I. 
Mgr., 904-5. 
Building. 


M. Freiberg, 
Commercial Tribune 


CLEvELAND, Ohio—Frank B. Bicknell, 
Mgr., 505 Chatrrber of Commerce 


Building. 

Cotumaia, S. C.—C. J. Kimball, Mgr., 
9 Hook Building. 

Cotumsus, Ohio—B. G. Watson, Mgr., 
411-420 The New First National 


Bank Building. 
Datias, Texas—Edw. B. Williams, 


Mgr., Edw. B. Williams & Co. 
Denver, Colo.—C. N. Kinney, Mgr., 
409 Sugar Building. 
Des Motnes, lowa—A. W. Brett, Mgr., 
708 Youngeman Building. 
DututH, Minn—N. S. Marshall, Mgr., 
Duluth Jobbers’ Credit Bureau, 
Inc., 621 Manhattan Building. 
Eu sane Texas—S. W. Daniels, Mgr., 
35 City National Bank Building. 
Fort WortH, Texas—Geo. Q. McGown, 
Mgr., Reynolds a 
Granp Raps, Mich—R. J. Cleland, 
Mgr., 201 Board of Trade oar 
INDIANAPOLIS, Ind.—Indianapolis Cred- 
it Men’s Adjustment Bureau, 403 
Commercial Club Building. 
Kansis City, Mo.—Frank W. Yale, 
Mgr., 315 Dwight Bldg. 
Le a ecu, Se 
gt., 7 cClelland Buildin; 
Los Axcuizs, Se lene, 


aiding 600 Ecuitable Savings Bank 


National 
t Bureau matters to the manager as such. ~ 


Associations of Credit Men. 
of Credit Men. Address all 


Mitwaukeg, Wis.—S. Fred. Wetzler, 
Mgr., 500-501 Free Press Building. 

Minneapotis, Minn.—J. P. Galbraith, 
Mgr., 501-508 Endicott Bidg., St. 
Paul, Minn. 

Nasuvittz, Tenn—C. H. Warwick, 
Mgr., 804 Stahlman Building. 

New Castie, Pa—Roy M. Jamison, 
Mgr., 509 Greer Block. 

New Orieans, La—W. C. Lovejoy, 
Superintendent, 607-609 Canal, La 
Bank Building. 

Norrotk, Va—G. Sellman Williams, 
Mgr., 211-212 Monticello Arcade 
Building. 

req Pa—J. A. McKee, Jr., 
Room Sor, 1o11 Chestnut Street. 

PITTSBURGH, Pa—A. C. Ellis, Megr., 
Renshaw Building. 

PorTLanD, Ore—R. L. Sabin, Mgr., 
Merchants’ Protective. Association, 
7 First Street. 

Puesio, Colo—E. C. Abel, Mgr., 501 
Court Street. 

Ricumonp, Va.—Jos. Lane Stern, Sec- 
retary, gos Travelers’ Insurance 
Building. 

St. JosepH, Mo.—St. Joseph Adjust- 
ment Co., Inc., John S. Whithing- 
hill, Mgr 

St. Louts, Mo. —A. H. Foote, Mgr., 600 
Security Building. 

St. Paut, Minn.—J. P. Galbraith, Mgr., 
501-508 Endicott Building. 

Sat Lake City, Utah—Walter Wright, 
.Mer., P. O. Box 886. 

San ANToNIo, Texas.—Henry A. Hirsh- 
pene. Megr., Chamber of Commerce 

g. 

San. Disco, Cal—G. F. Hoff, Megr., 

403-4 Union Building. 

Francisco, Cal—Ben Armer, 
Mgr., 499 Monadnock Building. 
Scranton, Pa.—Burton L. Harris, Sec- 

retary, 31 Lackdwanna Avenue. 

SeaTtLe, Wash.—S. T. Hills, Mgr., Pol- 
son Bldg. 

Spokane, Wash.—J. B. Campbell, Mgr., 
1124 Old aoe Bank Building. 

Tacoma, Wash—J. D. Benner, Megr., 
802-4 Tacoma Bldg. 

Wueertnc, W. Va—John Schellhase, 
Mgr., Nat’l Exchan ; 

YouncsTown, 


ers 1106-7 = 


SAN 





